Three Dollars a Year 


Founded 1855 





"lhe Com plete Dep endable Lied 


leEhter Hare. en Electric 








With 
the agency 
for the Cold- 
well Complete 
Line you can fill 
every lawn need in 
your town. You can sell 


them any type of lawn.- 
mower they want. Tie up to 
the complete, dependable line. 


Have you seen the new Elec- 
tric Lawn Mower? Place 
your order now and in- 
sure early delivery 
of this popular 
mower next 
spring. 





Factory Branch: 
319 South West Fifth Street 
DES MOINES, IOWA 


Advertising Index, Page 81 


COLDWELL 


DEPENDABLE LAWN MOWERS 


Hand - Horse - Gasoline - Electric 
COLDWELL LAWN MOWER CO., NEWBURGH, N. Y., U. S. A. 


Factory Branch: 
62 East Lake Street 
CHICAGO, ILL. 


Editorial Index, Page 19 











HARDWARE AGE 


—_ — 





July 29, 1926 








ate DIE ES of 


























ea: ple ain” 
. ier Si askay ils < oats 







~A 





fin ds 


S™ sailed and sailed the shopping seas 
... hoping some day to find it. 

But always the treasure eluded her... 
“Sixes” and “twelves” were everywhere 
... But never a set of “eights.” 

“Twelve is too many,” she sadly sighed, 
“for my normal table needs. And six 
doesn’t provide a spare or two for the 
unexpected guest.” 

But time and tides are kindly to Captains 
fair and patient. In a gorgeous chest, she 
beheld, one day, her long-sought ‘‘Pveces of 
Eight.”’ Eight of each, instead of the usual 
“sixes” and “twelves,” in dinner forks, 


SALESROOMS: 
New York, Cuicaco, San FRANcIscO 


Captain Youngwite 
the Chest of her fondest Quest 








ae 


«” 





ten ore 


dinner knives with stainless steel blades, 
dessert spoons and tea spoons; with sugar 
shell and butter knife. 

And now all voyagers on the shopping 
seas may share this self-same treasure. For 
the new Pieces of Eight set in 1847 ROGERS 
Bros. Silverplate is available at the stores 
of good silverware merchants everywhere. 

In an attractive gift box, $43.50; or in 
resplendent Spanish Chest (shown above), 
$49.50. 


y 7 


POSTSCRIPT: A few copies of ‘Etiquette, Entertaining 
and Good Sense’’ still available. Booklet V-90, sent on request. 
Address Dept. E, International Silver Co., Meriden, Conn. 


‘1847 ROGERS BROS; 


2t'LVEAPLATE 
CN TERNATIONAL 


' CaNabDA: INTERNATIONAL SILVER COMPANY 
Slivrm Ce 


orCanapba, Limitep, Hamitton, ONTARIO 


THIS ADVERTISEMENT in Color appears in the Saturday Evening Post, August 21, 1926 
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published weekly by the JRON AGE PUBLISHING CO., at 239 West 39th Street, New York, N 
class matter May 22, 1913, at the Post Office at New York, under the Act of March 3, 1879. 
Se. each. Vol. 118, No. 5. 


N. Y.. U. S. A. Entered as second 
(Printed in U. S. A.). $3.00 per year. Single copies 
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66 HATEVER success I’ve had 

as a tool salesman* comes 
from just one thing: Knowing 
my line, not only inside the store, 
but in the workshops of their 
users. 


“When I had studied this un- 
breakable V&B drop forged steel 
plane, I became so enthusiastic 
that I wondered how any sensible 
carpenter would allow anybody to 
sell him a brittle old style cast iron 
plane. . 


“But when I got up against the 
carpenters I discovered that tradi- 
tion was a good deal stronger with 
most of them than logic or argu- 
mert so I took the other tack, that 
of first-hand demonstration. Here 
is how I doit: I have a vise lying 
on its side just in front of the tool 
section. When a man asks for a 
plane, I immediately hand him a 





How! Sell V&B 
UNBREAKABLE 


Drop Forged 
Steel Planes. 


(A young fellow who has doubled his employer’s me- 
chanics tool business—and, incidentally, his own salary— 
in 18 months told the writer this story of high class 


MANUFA 
ANUFA 
| ee) i -_ 
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V&B with the 
remark, ‘that 
is the only un- 
breakable 
plane in the 
world — the 
only one with 
a drop forged 
steel bottom— 
all the others 
are brittle 
cast-iron.’ 
Then I reach 
for my ‘dem- 
onstrator’ 
forging and 
after showing 
it to him and 
explaining that it is forged from a solid 
billet of vanadium alloy steel, I raise it 
up high above my head and let it fall 
with a bang upon the vise. The car- 
penter nearly always stoops quickly to 
‘pick up the pieces,’ and when he dis- 
covers that the forging is not even 
marred, my sale is really made. 


“Let it fall with 
a Bang” 


“Not satisfied I show him the -precision 
fit of the frog and tell him how the cut- 
ter is made from a solid plate of 
Vanadium tool steel, with no soft sec- 


—_— = —_ 


VAUGHAN & BUSHNELL 
CTURING COMPANY 






——< 








Makers of Fine Toots 





“But when I got up against the 
carpenters” 


Send for catalog of V&B Easy-to-Sell Hammers, Planes, Hatchets, and other high grade two!s. 


2ii4 Carroll Ave.~= 


~ Chicago, Ill. U.S.A. 





tion —a blade 
that can be 
sharpened 
back farther 
than others. 







“Then, to clinch the sale, I make 
my customer plane a block of hard 
wood that I have rigged up for the 
purpose, and call his attention to 
the clean, ribbon-like shaving it 
makes and its entire freedom from 
chattering. 


“This method has given our store 
the plane business of this commu- 
nity, in spite of the fact that be- 
fore that little demonstrating cam- 
paign was started ninety per cent 
of all the planes used were of the 
‘grandfather’ kind. 


“One thing is sure, though, that 
if these planes hadn’t done better 
work and lasted longer than the 
other kind, our little victory would 
have been short-lived.” 











“The only unbreakable plane in the 
world” 
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Proved 


They’re yours 
if you want them 


If you would like to hz-ve this 
set of three beautiful, prac- 
tical window display stands 
(oak or mahogany finish)— 


Read the Page Opposite 
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Get This 
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The Popular Aluminum 
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Profit-Maker! 


Built to build YOUR business 


Here, in this Viko Window Display Deal, 
is more than a selection of merchandise 
dressed up in fancy clothes. It is a mer- 
chandising plan—thought out and 
worked out by men who know the prob- 
lems of retailers. It is built to help you 
sell good merchandise and earn a real 
profit doing it. 

The three handsome display stands pic- 
tured on the opposite page are part of 
this plan. They are designed to become 
a valuable part of your regular window- 
decorating equipment, for displaying not 
only Viko but other merchandise as well. 
The 78-piece selection of Viko Alumi- 
num utensils contains only proved best- 
sellers—not a “shelf-warmer” in the lot 


—and no duplicates, giving you a variety 
that makes customers want to buy. 


Here are added features:— 150 invita- 
tion letters, beautifully illustrated in 
color, all ready to mail to your best cus- 
tomers; 25 Sani-Scrapers, a very inter- 
esting novelty, to give free to visitors to 
your store; a 3-piece window trim and 
display cards. 

All this material, plus the stands (a $12 
value), plus the Viko Aluminum selec- 
tion, costs only $47.25. 


You can create business with this deal. 
You can make money on it. For full 
details in a hurry mail the coupon 
below or— 


Ask Your Jobber 


ALUMINUM GOODS MANUFACTURING COMPANY 
General Offices: Manitowoc, Wis., U.S. A. 


Makers of Everything in Aluminum 


Read what these dealers say: 


Merchants are enthusiastic over the business- 
pulling power of the Viko Window Display 
Deal. Here are typical comments selected 
from scores of letters received from successful 
dealers everywhere. 


SELLS ON SIGHT~—It is one of the most enterprising deals 
l ever saw. Assortment just fine. Fine display. And each arti- 
cle sells itself on sight.— Chas. De Forest, North Platte, Neb. 


DOUBLED SALES— Your deal is very satisfactory. I have a 
very large window which made a very pretty display with 
the three stands. The items are well assorted and I find 
them good sellers. I Have doubled my sales.—A. F. Schlick, 
Wharton, Texas. 


TURNS STOCK FAST—The deal was fine. We sold prac- F 4 


aa 


tically the whole deal in two days and have since reordered of 
a number of the items. The window stands were very good, 4 
not only for the aluminum deal but for displaying other mer- 

chandise. Needless to say that the free Sani-Scrapers helped ? 

a lot in turning over the stock so promptly.— Magoon’s, Ps 


Gilman, Vt. I 4 


A TRADE-GETTER— The stands are very beautiful and dis- “a 
play the goods very nicely. We have had a good response to of 
our invitation letters on the free Sani-Scrapers and have made a 

good sales right off the bat. In fact we sold two-thirds of the 7 

articles the first two weeks. We highly recommend this 

assortment as a trade-getter. It is the best we ever had.— 


7 
Foxhome Hardware Co., Foxhome, Minn. a INFORM ATION 
ii COUPON 


Aluminum Goods Manufacturing Co. 
Manitowoc, Wis. 


Gentlemen: Please send, without ob- 


VARIETY MAKES SALES~—We believe this deal has been 

particularly effective because it has shown a more compre- i“ 
hensive assortment than a small store such as ours would 4 
ordinarily show. We have been surprised to sell items that 

we before thought were unsalable. Then too, different from 7 

most aluminum dealers, we haven’t been loaded on a lot of 4 

small stuff. We are very much pleased.— Corning Hdwe. Co., 4 ligation, full details about the Viko 


Corning, Calif. 4 Window Display Deal. Our jobbers 
7 are— 


NO SHELF-WARMERS~—Perhaps the thing that most ap- v 
pealed to us was the fact that there were no shelf-warmers 7 
among your selection. With the aid of the stands we were 

able to make very attractive window displays of Viko, and we y a 

have also made good use of them in trimming our windows a4 

with other ameinendinn, They were just what we had been Our Name 
looking for. We sent out the illustrated invitation letters, i“ ne ceneccernsncrecncsereensceenereneerenseeneencenenseseesceeesesenerereneeeesers----seseeenssose 
with the result that many people came into our store and al- 
most invariably made some kind of a purchase.— Westmaas 


Hdwe. Co., Grand Rapids, Mich. Pa Cr ieee... sencesanes ome wonecee “oes -seeceseoe 
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Machine Screws 
Stove Bolts 
Tire Bolts 
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American Screw ‘Co. 


PROVIDENCE , 


WESTERN DEPOT 
225 WEST RANDOLPH $T., CHICAGO, ILL. 


PEREIRA t 
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STANLEY MERCHANDISING HINTS 
SUBJECT No. B 


Safety Hasp Sc 917 


T » Swivel catch for easy latching. 


a. Has the safety feature of con- 
cealed screws. 


< 7 Mate Med) mele-}¢- mali gel-te Mel em cole e) gel 
Atel wr: el atom ce) mi badiale p 


4. Packed one in a box with 
screws. 





There are many times you want to 
simply latch a door, not lock it. 








With ordinary hasps it is com- 
mon to shove a stick between the 


















io” 


g fl 





i 
( 
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eye and the plate—with Sc917 
simply turn the swivel and the 
door 1s caught. 


The door can be locked by slip- 
ping a padlock through the eye. 


THE STANLEY WORKS, NEW BRITAIN, CONN. 
New York Chicago San Francisco Los Angeles Seattle 


Made in three sizes according to 
length of strap3, 4% and 6inches. 
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Stanley makes a complete line of 
wrought hardware of the highest quality 


KEEP A CLEAN CUT STOCK 


/ 
4 
4 
SELL THE LINE’ | 


This trade-mark is a means of identification 
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STANLEY HARDWARE 
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The ‘finest Bolt 
in a “finer Setting 


—— a 


HESE strong bolts, with the 

gauge-like threads, are the 
natural preference of buyers every- 
where. No others are so durable 
and accurate. 


_—_ a — Sytem nae 
we 


The new merchandising cartons 
make it easy to find at a glance 
the size and type of Empire New 
Process bolt asked for. 


AM Seep 
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| | 100 aneere— 
| FLINT SANDPAPER 
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SIZE: Oi" = 10%: 


J 


j 
; 









Fore 


























UNIT BOXES 


“WAUSAU” innovation—now widely copied, has made the ‘‘ Hay- 
Wire’ Bale a thing of the past. It transforms the sandpaper 
department of the jobbing house from a “mess” to a neat section of Ruff Staff 
these unit boxes. Rutt |No00 Raft 
Retailers now order their RUFF STUFF by the UNIT BOX, not 
by quires and dozens. Their sandpaper stock now occupies a tidy little , 
section of shelving, instead of being tucked away in drawers or other 
out-of-the way places. 





Ruff No.0 Ruff | No. 
Stuff | Raff |No.}. Raff |No-00 


2] 
No. 2 | No. 





A unit-box for each and every grit 
All Boxes the Same 


Size and Thickness 


We use solid, reinforced telescoping 
fiber-board boxes, not flimsy cartons: 


l. 
2. Puts an end to muss and loss 

3. Keeps the sandpaper clean and flat 

4. Your whole Ruff-Stuff Flint paper stock 


occupies only a small section of shelving— 
where customers can see it. 


Sheets to the Box 


No. 00—100 | No. 1%—50 
' No. O0O—100 No. 2 —50 
5. Contractors, carpenters, painters and wood No. %4—100 No. 2%,—50 

workers will buy full boxes of “Ruff-Stuff” Rutt-Stu, No. 1— 75 | No. 3 —50 


This “hundred-count” or decimal svs- 
tem—originated by us—is much more 
convenient than the old ream, quire and 
dozen count. ° 


6. Sell small buyers from our Counter Display 
Case—a new system originated by us a year 
and a half ago—and only recently copied. 


‘“Ruff-Stuff” Flint Paper is sharper, tougher 
An Remem CY and better than ordinary sandpaper; yet 


costs no more. 


; ill Out and Mail This Coupon 
Wearsa Abrasives | 1 ox int wat 1 cow 




















Wausau 
WAUSAU ABRASIVES CO. 
Branch ‘Houses WAUSAU ABRASIVES CO. (Address nearest branch) 
grime te Tage yal Se ae Ste ee Please give us the name of a nearby jobber who carries 
Philadelphia—154 N. 7th Street a full line of Ruff-Stuff Flint Paper in Unit Boxes. 
Los Angeles—Sprake Sales Co., American Bank Bldg. 
San Franciseo—Sprake Sales Co., Postal Telegraph Bldg a Ns Fc kaise wskbrcewceeccccanbe 
Portland, Ore.—-Sprake Sales Co., 53 Fourth St. 
a A ee A ee oe oe MW eR ils 0 0-0 6b bweh Pew eds baer es coencccedees 
ORIGINATORS of the new method of packing and displaying sandpaper-— 
the Counter Display Case—the Unit Package and the Decimal Count-——a Name ee 
method that rescues sandpaper from dark cubby holes, stops spoilage losses 
RSE OES te Se Sa LD RT A = ee 


and multiplies sales. 
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From Raw Materials to Finished Products 


The above is a Sample Display of WICKWIRE 
BROTHERS Products, each product being made in its 
entirety—from raw material to finished goods by our 
own workmen—in our own plant—under our personal 
supervision. Open hearth steel used exclusively. 


OY 
x eh hw 


TN NO ee 


This assures an unvarying quality which has char- 
acterized WICKWIRE BROTHERS Brands of Wire 
Goods for over 50 years. 


Special attention is directed to WICKWIRE 
BROTHERS Poultry Netting and Fencing made in 
three styles: Hexagon, Graduated and “W. W.” ‘All 
three are furnished galvanized after or galvanized be- 
fore weaving. 


We suggest that you obtain these goods from your 
jobber, who is authorized to stand back of every trans- 
action whether you order a single roll or a hundred. 
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$1150 Prizes for Twinplex Windows 














OU can make one of your win- 

dows earn as much as $200 
during the Twinplex $2,000 Reward 
“What’s His Name?” Contest. 
There are still millions of ads to run 
in the Saturday Evening Post and 
other national magazines offering 
consumers this $2,000 of easy 
money. These national ads tell 
shavers to go to retail stores to have 
blades stropped and get contest 
entry blanks. 
Why not cash in on this great money 
making contest? By tying up your 
store with this big consumer con- 
test you're bound to increase sales 
and profits and you may win a big 
cash window prize in addition. 
Contest closes Aug. 3lst. Ask your job- 


ber or write us and we will send you free 
window trim material in ample time. 


At $1.99 to $1.59 Margin on Each Sale 


Mr. Retailer! 


Every day you postpone putting in a Twinplex 


Contest Window it’s costing you money. That statement is “brass 
tacks” truth, and we’re going to prove it to you. Read the facts: 


At this writing, the unique Twinplex “What’s 
His Name?” Contest is at the half way mark. 
It opened June Ist and closes August 31st. 
During the past six weeks we have, of course, 
received thousands of filled out blanks from 
consumers who have entered the contest. 


Every contestant is required to give us the 
name of the dealer who stropped a blade for 
him and also to fill in the following line: 


“TI purchased Twinplex No. .... on ...., 1926.” 


Now then, here’s the big point: 


Over 25% of the entry blanks we have received show that the 
contestants have bought Twinplex Stroppers since June Ist. 


What a pleasant sound they made—the little 
bells on the retail cash registers that rang up 
those thousands of Twinplex Sales! 





winplex Sito 


How merrily they tinkled every time as they 
played that happy tune, entitled ‘Another 
$1.00 to $1.50 Margin!” 

Was your cash register one of these? 


TS 





FOR SMOOTHER SHAVES 


41% to 50% Margin for you. During the contest you 
can buy special assortments of Twinplex Merchan- 
dise. Five assorted Twinplex Stroppers and 6 FREE 
full-sized tubes of Twinplex Shaving Cream. Costs 
you only $10.00. You sell at $16.87 to $19.60—a mar- 
gin of 41% to 50% for you. In the same special 
package you get advertising material and contest 
entry blanks. 


Profit Protection— 


Remember you can now buy Twinplex 
Stroppers at a price which will enable you to 
make a real profit and still sell them at as low 
a price as anybody. All Twinplex Stroppers 
are sold under a Profit Protection Policy. 


Don’t wait another day to get your share of sales and profits out 
of the Twinplex $2,000 Reward Contest. Ask your jobber or write 


us for details. 


TWINPLEX SALES COMPANY, 1627 Locust Street, St. Louis, Mo. 
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Announcin 
the Fuartco 
alloon 


NOTHER great step in creating more business for 
the Hartford Tire dealer! 


To the famous line of Hartford Tires has now been 
added the Hartco Balloon—a fine sturdy balloon tire 
that sells for a low price. 









The addition of the Hartco Balloon carries out twolong- 
standing Hartford principles—first, to make only tires of 
dependable quality; second, to give the Hartford dealer a 
tire to meet every requirement of his customers. 


The Hartco Balloon appeals to hundreds of car owners 
in every community who have been looking for a low- 
priced balloon tire which they could depend upon. 


This tire carries the reputation of Hartford’s 27 years 
of building quality tires. The Hartcois a handsome tire, 
built of high-grade materials and designed to give excel- 
lent service on cars which do not demand the extra 
quality of the Hartford Balloon. 

The Hartco makesthe Hartford Line of Tires and Tubes 
more desirable than ever. It opens up a new field of 
profit to forward-looking hardware dealers everywhere. 
Ask your nearest Hartford distributor about this new 
addition to the Hartford Line. 


HARTFORD RUBBER WORKS COMPANY 
1790 Broadway New York City 


HARTFORD 
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TOWER’S ADJUSTABLE DOUBLE TOWER’S BEAN’S PATTERN 
LOCK HANDCUFFS ADJUSTABLE HANDCUFFS 





Forged Steel Shackles Locks can be set so that cuffs are always 


The Genuine Double Lock Handcuff. Made open and ready. Only a slight pressure on 
with two tumbler locks, one self-locking, the the release catch at back of lock with even a 
second locked with key. Tumblers cannot be heavily gloved finger is. necessary to lock the 
picked. cuffs securely. 


TOWER’S PERFECT TWISTERS 


Leg Irons Ball and Chains 
Nippers Shackles 
Whistles Clubs 





Interlocking handles, can be used from either | 
side. Weight, 3 oz. 





See. ly ows y 


- 
talog | Buye'S 
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REG. U.S. PAT. OFF. 
Torrington, Connecticut, U.S. A. 
New York Office: 151 Chambers St. 


ESTABLISHED 1854 INCORPORATED 1864 
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ALL Car Owners Buy Hardware 





THE HARDWARE DEALER 


Is the Logical Distributor of Tires and Accessories 


This being the case, consider the following facts. 


Every year sees a large increase in the number of hardware 
dealers who sell tires and accessories. Many of the readers 
of Hardware Age have taken on this line because of the efforts 
of Hardware Age. 


Articles that show the dealer how to handle tires and acces- 
sories with the greatest profit appear in Hardware Age often. 
Stories of what other successful dealers are doing with tires 
and accessories are winning over many dealers who are well 
equipped to distribute this line profitably, for themselves and 
for the manufacturer. 


Advertise your product in the medium that has done and is 
doing so much to convince the hardware dealer of the desir- 
ability of tires and accessories as a line and your advertising 
appropriation will go farthest in RESULTS. 


Tell Your Story in 


HARDWARE AGE 





July 29, 1926 









July 29, 1926 HARDWARE AGE 15 





SOME ELLIOTT-FISHER AUTOMATIC FEATURES 






1. Automatic Carriage Return Right and 3. Automatic Line Spacing. 
eft. 
4. Automatic Circuit Break- 
2. Automatic Carriage Return Forward er. 7 in 
and Back. 


5. Automatic Starting and 
Stopping of Electric 
otor. 








6. Automatic Column Tab- 
ulation. 


7. Automatic Accumulation 
of Column Totals. 


A te ly ly ly i Mo Hl Be = 8. Automatic Addition, 

ae ll Subtraction or Neutral 

for Cross Balances sim- 

ultaneous with Auto- 

matic Accumulation of 

ae Totals up to 
9. 


yee wee * + = © © 
" i 
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9. Automatic Elimination of 
Computation in any 
column position de- 







Rear View, Showing Motor 








sired. 
10. Automatic Decima|! 
Spacing. 
11. Automatic Proof of Bal- 
ance Written — Star 
By Elliott-Fisher engineers—as the result of Signal. 


thirty-five years’ experience this new account- 
ing machine has been perfected. It adds the 
one feature needed to complete Elliott-Fisher 
per formance—automatic electric operation. 
Power now does what hands once did. 


12. Automatic Audit Sheet. 


13. Automatic Combination 
of Related Records. 


14. Automatic Carbon Feed. 


15. Automatic Alignment of 
Forms. 





Front View 











To a mechanically perfect accounting machine ; 


is added....ELECTRICITY 


O need now for busy fingers to leave the You can best judge how much Elliott-Fisher 


keys of this new accounting machine, can improve your accounting system when 


Hands that were once you see the machine in operation. We shall 


even for an instant. 
forced to stop and shift the carriage now 
Swiftly—accurately 


be glad to give you a demonstration of the 


work it does—or, if you prefer, we will send 


simply strike the keys. 
—with never a mistake, the tireless little mo- 
tor on the new Elliott-Fisher Automatic-Elec- 


you more detailed information about Elliott- 
Fisher machines and the new Automatic-Elec- 
tric. Write us, or mail us the coupon below. 
Elliott-Fisher Company, 342 Madison Ave., 
New York City. 


Filiott-Fisher 


AUTOMATIC-ELECTRIC 


tric sends the carriage gliding into place. Elec- 
tricity does the work that hands once did. 


As a labor-saver, a time-saver, a money- 
saver, Elliott-Fisher is known in over 400 lines 
of business. This new Automatic-Electric is 
simply Elliott-Fisher plus a smoothly running, 


reliable power plant. 


The Elliott-Fisher Automatic-Electric re- 
tains all the exclusive features that have made 
Elliott-Fisher the acknowledged leader in the 


accounting field. It retains the famous flat 


writing-surface. It is durable, flexible, simple 
in construction. It is easy to operate—less 
than an hour’s practice makes an Elliott-Fisher 
operator proficient in its use. The electric 
motor lets the operator do more work with 


far less strain and effort. 





ELLIOTT-FISHER CO. 
342 Madison Ave. 
New York City 


Gentlemen: 


ft into and improve my accounting system. 


Name 
Street 


ME sun .p arate gentnck Mate Me State 





Please tell me in detail how Elliott-Fisher can 
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THE GEO. WORTHINGTON CO. 
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The “*Crosley”’ Line of popular priced R.F. Sets 


The ‘*Fada”’ Line—the best in Neutrodyne 


Also—Headquarters for the best there is in Radio Accessories 
Such as Eveready Dry Batteries, Cunningham Tubes, Philco and 


Balkite Eliminators and other items for the Radio Dealer 


The Geo. Worthington Co., Cleveland, O. 


Electrical and Radio Dept. 
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The new SBarreled Sunlight 
Tinting Colors, in handy tubes, 
enable your customers to ob 
tain exactly the tint to match 
any scheme of interior decora- 
tion—by simply mixing these 
colors with Barreled Sunlight 
lustrous white. A handsome 
new counter case displays eight 

of these Tinting Tubes 
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THe Rice Process WHITE 
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handful of 


New Business Builders - 


ERE’S how to realize a big increase in paint sales with a 
small additional investment. 


Barreled Sunlight—plus a handful of the new Barreled 
Sunlight Tinting Tubes. A widely popular white interior 
finish—now selling for tinted uses also. 






The new colors mix easily with Barreled Sunlight. They’re enn 
almost liquid. Anyone can get exactly the desired shade. And Seunaed 
they reduce your overhead on tinted enamels—for thousands <ai> 
are using Barreled Sunlight instead of enamels for fine interior —_ 
work! — 

a : , i These specially-prepared 

More widely advertised than any other paint specialty! ae ne ee soe 

: . . Barreled Sunlight— 

Mail the coupon for complete information. diving an infinite variety 

of beautiful tints for 


interior painting 








U.S. GUTTA PERCHA PAINT CoO., 


‘ ) C  & e | e d 7 Dudley Street, Providence, R. I. 
| Please send me Barreled Sunlight dealer proposition 














Reg. U. S. Pat. Off. with the new tinting feature added. | 

° ER gee o> Ss Raa pe ae eS PE ar Uke OR Re aoe | 

un 1 C ns bode edcaates Linea didnukt dnt eekie kon neuee’ 64 | 
, | Ses hsaiwavssaseoepenniss CTE TTT LTT oe | 
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MR. HAPPY 
MAN 
SAYS: 


“Don’t sell ‘Saws’ 
—Sell Sawing’’ 


*“‘The more you know 















about sawing the more 
Atkins Silver Steel 
Saws you'll sell, and 
the more and better 
sawing performance 
you can sell the saw 


user the more money 
he will be glad to pay.” 
Post up on Saws 
and Sawing-—send 
for “Saw Sense”’ 
and “**The Saw in 


the Home.”’ 


E..C.ATKINS & CO. 


ESTABLISHED 1657 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 
Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 

Branches Carrying Complete Stocks In The Following Cities: 

San Francisco 


Atianta 

Memphis New aA Seattle 

Chicago New Yor oO 4 Paris. France 
Minneapolis Portiand,Ore. Vancouver, B.C 






SILVER 
STEEL 
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Worth While 
Information 


N this issue of HARDWARE AGE 

we present an illustrated report 
of the Sesqui-Centennial Interna- 
tional Exhibition, now in _ full 
swing in the old historic city of 
Philadelphia. It will be well worth 
while for you to pay this great 
centennial a visit. You will not 
regret it. 

No visit to the Sesqui-Centennial 
is complete without a visit to the 
numerous historic places in and 
around Philadelphia. Every red- 
blooded American citizen wants to 
see Independence Hall, Carpenters 
Hall and Washington’s Headquar- 
ters at Valley Forge. 

A thrill runs up the spine of the 
average citizen as he stands on the 
spot where the Declaration of In- 
dependence was signed and where 
George Washington was chosen 
Commander-in-Chief of the Conti- 
nental Army. The thrill increases 
as he gazes at the Liberty Bell, 
mute now, but once heard around 
the world. 


What Readers Say 
About Us 


“[ enjoy reading Harnoware AGE 
very much and don’t want to miss a 
single copy.’’ 

(Signed) J. B. BOWDEN, Jr.. 
Campbell Hardware Co., 
St. Petersburg, Fla. 





“[ get much valuable information as 
Well as pleasure out of your very 
valuable paper.” 

(Signed) IKE GREENWALD. 
Ike Greenwald Supply Co., 
Winnsboro, La. 
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Beautiful Forged Iron Hardware 
Now within Reach of All ~~ 


HE makers of 

the famous 

McKinney 
Hinges have answered 
the call for reasonably 
priced Forged Iron Hardware. 
Few other products have re- 
ceived such a universal wel- 
come. Architects have been 
profuse in their congratula- 
tions. Builders have filed their 
names with us to be continu- 
ally posted on every available 
item. The outstanding jub- 
bers have put through extensive stock orders. 
Builders’ Hardware departments have booked 
many orders even before they had received their 
samples. And most significant of all, thousands 
of consumers are writing for the Forged Iron 
Brochure and the names of merchants who sell 


McKINNEY 
FORGED IRON 
HARDWARE 


The authentic beauty of McKinney Forged 
Iron, the practical knowledge of hardware- 
application which was its birthright and the 
thorough advertising and merchandising be- 
hind it have made this product a sensation in 


the hardware field. 





The unretouched photo- 
graphs of three delightful 
pieces of the Etruscan design 
give tangible evidence of the 
beauty of line and texture em- 
bodied in each unit. 

The obviating of all forged 
iron application difficulties by 
correct design has made the 
McKinney pieces favorites with builder and 
architect. The completeness of the line fur- 
nishes another very definite asset. 

To be without representative samples of 
McKinney Forged Iron Hardware in your 
display room is to risk the loss of a lucra- 
tive business. Full-page advertisements in 
The Saturday Evening Post, House & Gar- 
den, House Beautiful, plus the building and 
architectural papers are sending buyers to 
the merchants who realize 
the call for this Forged Iron 
Hardware is great—and 
still growing. 

Use the coupon if you 
have not received full in- 
formation on McKinney 
Forged Iron Hardware. 








MAIL THIS COUPON 
Forge Division, McKinney Manuracturinc Company, Pittsburgh, Pa. 
Please send catalog entitled ‘“‘ Forged Iron Hardware by McKinney” to 
IL ER TN IPERS a ea te ee Ee 
Pe rede green at H.A 
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By LLEW S. SOULE 











Generally, Speaking 


E haven’t much use for a pessimist. He’s always tearing things down. At 

the same time we are not exactly enthusiastic over the fellow who continu- 
ously sings, “It Ain’t Go’n to Rain No More.” We like to look at things as they 
are, rough or smooth, and shape our course accordingly. 


Take business, for example: Generally speaking, business is good. Bank clear- 
ings indicate that the volume is greater than it was a year ago. Car loadings are 
light. The Government is collecting a larger total in income tax returns, in spite 
of the fact that tax rates are lower. There is an increase in saving deposits. Also 
there is an increase in the number of new business ventures, which indicates a con- 
fidence in conditions. 


But, while business is generally good, there are some conditions which might 
muss up our prosperity, if not controlled. Merchandising is much more difficult 
today than ever before. There is more competition and a wider appeal for the 
customer’s dollar. There is more tendency to speculate. Also a great many peo- 
ple are living beyond their means, and even mortgaging their future incomes to 
keep up the pace. Overhead costs are high, with little, if any, tendency to decline. 


Building activity is beginning to catch up with the demands, and it is probable 
that new building will be on the basis of legitimate requirements rather than on 


speculation. 


There has even been a slight recession of business activity beginning about the 
first of May. Part of it was seasonable, and part of it was due to weather condi- 
tions. But—we don’t believe in laying everything to the weather. 


However, as we said before, business taken as a whole is good. This country 
has built up wonderful resources in capital, wealth, production and credit facili- 
ties. There are no sound reasons for lack of confidence. Trade may be variable, 
may sag in spots, but the foundations are sound and in good shape. We are 
neither spurting nor slumping as we enter the summer season. We are riding along 
on a fairly even keel, and will probably continue to do so if we stick to the channel 
and don’t rock the boat. 
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The Editor Visits the Sesqui-Centennial 
















Rep roduction of 
the Liberty Bell, 
illuminated by 
26,000 electric 
lights, which 
forms the en- 
trance to the 
Sesqui - Centen- 

nial 


ACK in 1876 the good people of Philadelphia held 
a Centennial Exposition to commemorate the 
adoption of the Declaration of Independence on 
July 4, 1776. It was a wonderful exposition. I can 
remember hearing my grandmother tell about her visit 
to it. It was a red letter year in her life. The com- 
mittee in charge of affairs patted itself on the back 
and decided to repeat the performance in 1976. Then 
for forty-nine years, more or less, the whole matter 
rested. Finally some one with a good head for figures 
discovered that a hundred years is a long time, and 
that the last fifty is the hardest. It was therefore 
decided to split the difference, place the word Sesqui 
in front of the word Centennial, and celebrate the big 
show in 1926. 
Now as a matter of fact, we hadn’t planned on attend- 
ing the Centennial if the committee stuck to the original 
schedule. However, when the date was marked down 





This bell weighs 

42 tons, is hung 

from supports 70 

feet high and has 

a road clearance 

of more than 20 
feet 


to our specifications, we decided to give it the once over, 
first because we had a sneaking desire to see it, and 
second, because we believed that several thousand hard- 
ware men would be interested in a description of what 
is going on in Benjamin Franklin’s old town at this 
day and age. 

Therefore as the historians would say, we went, we 
saw, and here is the report: 

We had anticipated a long journey from Philadelphia 
to the Sesqui-Centennial site, but as a matter of fact 
it is only about three miles from the business center. 
We hopped a car and twenty minutes later we passed 
the Administration Building and were standing open- 
mouthed before the gigantic Liberty Bell which 
fronts the main entrance. You should see that bell. 
It weighs forty-two tons, is hung from _ supports 
seventy-feet high, and has a road clearance of over 
twenty feet. It is literally studded with electric lights 


The “Party Car” used for taking visitors on a tour of 
the grounds is a sublime edition of “Rubberneck-Wagon” 
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—26,000 of them according to the official statistics. 
I didn’t count them, but when I saw the old Bell 
lighted up I was willing to accept the printed figures. 

Well, we passed under it with due respect, slipped our 


ticket to the man in uniform and stepped through the 
gates. It looked like a million county fairs with a few 
There were 


state fairs thrown in for good measure. 
acres of parkways dotted with beautiful buildings, 
picturesque walks and elaborate statuary. At our right 
was the auditorium, big enough to seat 20,000 people, 
and on the left was the Palace of Liberal Arts and 
Manufactures. We wondered which to tackle first. 
Then we noticed that directly in front of us was a 
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The “Minutemen of Lexington” 





23 
ready to do it all over again on foot. Like the Irishman 
at the funeral, we enjoyed the ride. 

The main part of the grounds is enclosed in a long 
rectangular wall formed by the magnificent buildings 
which house the exhibits. Midway of its length the 
broad avenue widens out into the Grand Court, flanked 
on one side by the imposing tower of light, which stands 
200 feet high, and at night looks like a great silver 
shaft shedding its radiance over the entire grounds. 
Across the avenue and opposite the tower is the famous 
gladway, the amusement center of the Sesqui, with a 
frontage of nearly a mile and over eighty acres fun 
and fun makers. That’s where you see Treasure Island 


are still in evidence, as shown 


by this group in front of Independence Hall 





sort of sublime edition of rubber-neck wagon, called a 
“Party-car.” It was a long, low-hung electric vehicle 
with seats running lengthwise. ‘A Tour of the Grounds 
for Ten Cents” was the Bally-hoo, so we nicked the 
expense account for a thin dime and climbed aboard. 
It was a good tour, but too fast for editorial work. It 
was like doing Rome in a day on a tourist ticket. 
However, I did get a glimpse of Mount Vernon, a 
replica of George Washington’s home that would almost 
fool the Immortal George himself. I also had a fleet- 
ing glance at Sulgrave Manor, modeled after the Eng- 
lish home of the Washington family, and a dozen or 
so mighty interesting state buildings. Then we whizzed 
past the military camp, the Persian building, Edge- 
water Lake, the Japanese village and the Venetian 
lagoon. We saw gondolas, lots of them, and swarthy 
boatmen in gay costumes handling them with a single 
long oar as easily as a Chippewa Indian handles a canoe. 
In twenty-five minutes we were back where we started, 





with all the heroes and heroines‘of Fairyland in full 
regalia, and “Through the Orient’? with its mystical 
splendor, weird music and colorful dances. There also 
is the Rumanian Village, the Indian Council, and the 
Cyclorama of the Battle of Gettysburg. We took them 
all in even including rides on-‘‘Bob’s Coaster,” “The 
Tumble Bug,” . “The Caterpillar’ and the ‘Missouri 
Mule.” I can see now where the Gladway is going to 
be a popular:rendezvous for kids of our age and over. 
With that out of my system, I strolled along past the 
big Pennsylvania Building, and took a peep at the 
House of India. Its some house, with all the ear marks 
of the Far East, from the outside architecture to the 
Hindu mystic with his basket of tricks. We ate our 
delayed luncheon in the India Cafe, and took a chance 
on curried chicken with rice. Outside of the fact that 
the waiters were Greeks and the orchestra was of 
Chinese descent, it lived up to its advertising. 
Next came a visit to the Street of 1776, a modern 
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The immense 
ooncrete sta- 
dium seats 
100,000 people 
and accommo- 
dates an addi- 
tional 100,000 in 
standing room. 
It is equipped 
with a modern 
“loud speaker’”’ 
system 
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An aerial view of a portion of the 
Sesqui-Centennial International Ex- 
position in Philadelphia, showing 
High Street in the foreground, a 
reproduction of  Philadelphia’s 
main thoroughfare in 1776. Also 
the India section, with dome and 
minarets, and a group of special 
buildings 





one of the many historical pageants held 
in the Auditorium 
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entering the main gate. The 
auditorium can be seen in 2 
the picture at the right 
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The picture above is an aerial view of a portion of 
the Sesqui-Centennial grounds. Below is reproduced 
a corner of the Palace of Liberal Arts and Manufac- 
tures Building 
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BER i At the left is a view of the 
| Arch Street residence of 
Betsy Ross, the birthplace of 
Old Glory. Betsy Ross was 
employed by Washington in 
May, 1776, to make a sample 
flag, which was adopted as 
our national flag in June, 
1777 
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Independence Hall as it *is 

today is shown in the picture : —_ 
at the right. It was here 
that the Declaration of Inde- 
pendence was adopted 





At the lett is Carpenters’ 

Hall. Here the First Conti- 

nental Congress met in 1774 

to frame those measures 

which led to the Declaration 
of Independence 
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At the right is 


Venetian boat scene at the 

Sesqui. These boats ply the 

waters of the grounds and 

are exact reproductions of 

the boats used in the Italian 
city of Venice 


The Street of 1776, 
shown in the picture 
at the right, is a 
modern replica of 
old High Street, now 
Market Street, Phil- 
adelphia. It is not a 
literal reproduction 
of any particular 
portion of High 
Street but a charac- 
teristic square. Ev- 
ery house is a fac- 
simile of some fa- 
mous building of 150 
years ago 
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The State of New Jer- 
sey is represented with 
a permanent reproduc- 
tion of the Hessian 
Barracks at Trenton 
during the War of the 
Revolution, as shown in 
the picture at the left 
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At the left is shown a view of 
Washington’s Headquarters at Val- 
‘ley Forge 
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Rverywhere 
throughout the 
grounds exhibi- 
tions of art are 


in evidence 





interpretation of old High Street, now Market Street, 
Philadelphia. Frankly, it isn’t supposed to be a literal 
reproduction of any particular square of the old original 
High Street, but it is a characteristic square, every 
house of which is a facsimile of some famous building 
which stood on or near High Street a hundred and fifty 
years ago. There we saw the old Town Hall, The 
Trenton Meeting House, the first brick house of the 
Quaker City and the Dame School. There we visited 
the Girard House, the Washington House, the Morris 
House, the Jefferson House, the Indian Queen Inn, the 
Little Wooden House and a lot of others equally inter- 
esting, flanked by the historic gardens of old High 
Street. There, too, we saw a replica of Paul Revere’s 
blacksmith shop, with a busy smith at the forge. They 
told us that Myron S. Teller, of the Colonial Hardware 
Co., furnished the tools and the forge, and carries on 
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the work of the old blacksmith shop. All of the iron 
work of the houses on the street is his work, as well 
as many of the interior wrought-iron latches, hinges 
and other hardware. 

All the buildings on the quaint old street, house 
societies of one kind or another, each dispensing hospi- 
tality in its own particular way. 

I could have spent hours in the Street of ’76, but time 
was short and the printers were waiting for copy, so 
I took up the trail again and -hit for the Giant Stadium 
where they hold the sports programs, etc. It’s big 
enough to furnish seats for 100,000 people and stand- 
ing room for 100,000 more. There were no sports on 
at the time we inspected the place, so we worked our 
way back toward the Court of Honor and the five big 
exhibition palaces. 

I wish you might all go through those mammoth 
buildings, take in the exhibits and look down those 
long, long aisles that are almost streets in themselves. 
The Palace of Liberal Arts and Manufactures is 964 
ft. long and 392 ft. wide; the Palace of Foreign and 
Civic Exhibits and Agricultural Display measures 970 
ft. by 460 ft.; the Palace of Educational and Social 
Economy, 524 ft. by 208 ft.; the Palace of Fine Arts, 
496 ft. by 260 ft., and the Palace of Government Ex- 
hibits, Machinery, Mines and Transportation, 880 ft. 
by 400 ft. Some buildings, we’ll tell the world! and 
you'll agree with us after you’ve spent a day or two 
trying to go through them and see all the exhibits. 
Long before night we were yearning for a wheel chair 
and a healthy “Pusher.” 

And those displays—domestic and foreign. Every 
State in the Union and every country on the globe 
seems to be represented. . We didn’t know there was so 
much jewelry, needlework, rugs or novelties in the 
world. We had no idea there were so many different 
kinds of food for man and beast, or so many different 
patterns of dishes to serve it in. We simply couldn’t 
believe that there were so many American manufac- 
turers showing exhibits of everything from pottery to 
textiles, cutlery to chemicals, silverware, hardware, 
furniture, plumbing goods, cash registers, electrical ap- 
pliances, pianos, radio outfits and a hundred other lines. 
Confidentially, we learned to make paper, bind books, 


The reproduction of Mount Vernon, Washington’s home, would almost fool the immortal George himself 
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The picture at 
the right shows 
a portion of the 
Palace of Liberal 
Arts and Manu- 
factures at the 
Sesqui - Centen- 
nial 


operate mines and build telegraph instruments. If 
they hadn’t closed up on us around 11 p. m. we probably 
would have swiped a bunch of important manufactur- 
ing methods and learned all the secrets of deep sea 
diving. As it was—we closed up with the buildings, 
used our last lonesome dime for carfare and went back 
to the hotel to dream of Colonial Days, Fourth of July 
celebrations, Wild West Shows, Oriental villages and 
hardware expositions, with a few fairies and pirates 
thrown in for good measure. 

Are we going back? MI’ll say we are! There are at 
least a million things at the Sesqui that we haven't 
yet cast our eyes on. Also we’re taking our wife on 
the next visit. She has looked over the literature and 
the pictures and says it is no place for even a gray- 
haired man to go alone. Yes, we are going to have 
another look at the Sesaui-Centennial if we have to 
borrow the neighbor’s kids for an excuse. Nuff sed. 


At the right is a replica of the Wisaco Block House erected 

by the Swedish Colonial Society. The picture below is that 

of another of the fine industrial build'ngs at the Sesqui- 
Centennial 
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The Indianapolis Convention 


By Saunders Norvell 


It seems to me, as I study mankind, that fear is 

one of the most devastating of our emotions. We 
fear all sorts and kinds of things—the loss of our 
health, sickness, death, the loss of our friends and 
the good will of our neighbors, gossip, the loss of our 
property, poverty. 


IT only fear could be banished from the world! 


5 * ¥ 


How happy we would be if we could live like little 
children! I watch them play. They own nothing in 
the world. They are entirely dependent upon others, 
but how joyfully they live from day to day! They 
have not yet learned fear. What a terrible thing it 
is when fear first enters into the consciousness of a 
child! I wonder just when it comes—just what brings 


it about. 
¥ % ¥ 


As we meditate upon fear, we think of the profound 
wisdom of the teachings of Jesus. “If you would 
enter the Kingdom of Heaven, you must become as a 
little child.” How many have ever thought out this 
profound truth? 

*% * + 

I have just been reading with intense interest 
“THE LIFE OF JESUS,” by Ernest Renan, the great 
French author. He emphasizes how Christ constantly 
taught the joys of the Kingdom of Heaven. Suppose 
we change this thought in this day and generation 
to a teaching of the Kingdom of Happiness, but there 
can be no happiness where the heart is beset by con- 
stant fears. Christ’s teachings from almost every 
angle attack fear. You are not to think about what 
you eat or what you wear. “Sufficient unto the day 
is the evil thereof.” In other words, do not fear the 
evil of yesterday or the evil of tomorrow. The hairs 
of your head are numbered. Observe the birds in the 
air. Not a swallow falls to the ground. All these 
things are reproofs by the Master for our fears. 

- % * 

Last winter I saw a most wonderful moving picture 
of wild animals in their native state ini Africa. Most 
of them traveled in herds. They came down to the 
water holes to drink. They sent out sentinels to 
watch for their enemies. They never drank in peace. 
They were nervous. Their ears twitched. They con- 
stantly lifted their heads :to listen, to scent the air, 
to look for danger. What a life! They live in ever- 
lasting fear. 

% * * 

Animals and men are gregarious. On account of 
their fears, they herd together for protection. They 
gain a certain amount of solace and comfort from be- 
ing together in crowds. So we have families and 
tribes and nations. So also we have conventions and 
a hardware congress of retail merchants!!! 

* * * 


In my last article, I promised to give my impres- 
sions and thoughts while attending the congress of 


retail hardware dealers at Indianapolis, Ind., on 
June 23, 1926. As I sat at the right of President 
Hatcher on the platform, waiting my turn to speak, 
these were the thoughts that filtered through my 
mind: 

* *% % 

Back of this organized effort is FEAR—fear of the 
mail order houses, fear of the chain stores, fear of 
the house-to-house peddler, fear of unfair competition 
on the part of jobbers, fear of installment buying. 
This fear, in a large measure, is the motive power 
that has driven these men together to take counsel 
with each other—to defend themselves from their 
enemies without. As I looked over the audience of 
some 500 men, I thought of the moving picture of the 
animals in Africa nervously drinking at the water 
hole. I thought of what a wonderful world this would 
be if we could banish fear. I understood more clearly 
the teachings of Jesus. 

% + ” 

Some of my friends, I know, will laugh rather iron- 
ically when they read this article. They will wonder 
if anything is happening to my state of mind! If, 
however, these friends could have been with me in 
Europe, talked to the people in all stations of life in 
Europe as I did, and if they could just grasp the 
state of profound fear in which Europeans live, they 
would understand me better. Here in the United 
States, while we dimly fear, while fear is in the back- 
ground of our minds, we do not know; we do not 
grasp and we can not appreciate, the horrors of fear 
as it exists among the peoples of European nations 
today. 

* % + 

To my mind, the one big emotion in Europe is 
FEAR. That is why their diplomats can not get to- 
gether. Every nation fears every other nation. Every 
diplomat fears that unless he makes combinations 
with others against other nations, he will find him- 
self isolated while other nations have made combi- 
nations against him. Because of fear, they can not 
play the game straight. They are afraid to be 
straight. Therefore, secretly, they make crooked 
deals. Then these deals are exposed and all are be- 
set by fear and lack of confidence in each other. As 
a result, nothing can be accomplished and nothing is 
done. Oh, if the world could only banish fear! If 
some supreme power could only give the nations cour- 
age—courage just to be straight! 

* % ¥* 


I have attended many conventions—possibly far 
too many for the good of my soul! This convention 
at Indianapolis in many respects was one of the most 
remarkable gatherings of tradesmen I have ever wit- 
nessed. I am not writing this article as a flatterer. 
The retail hardware trade of this country know that 
in times past I have said unpleasant things to them; 
that I have said them straight and that I have been 
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willing to take the consequences. I feel that it is 
fitting, however, that I report on this convention 
without fear, just as I saw it. There is a certain joy 
in being able to write one’s observations fearlessly. 


* * * 


First allow me to write about the men themselves. 
I knew many of the old-timers at this convention and 
it was a delight to greet them, but by many odds the 
larger number of men I had never met before. It 
was a younger generation. I carefully studied these 
men. Let me tell you what I observed. They were 
clear-eyed, clean shaven and cleanly dressed. Their 
linen was fresh. Their shoes were polished. They 
were not fat and puffy. They were a physically hard 
set of men—a class of men who stand the larger part 
of the day on their feet, who move about, who exer- 
cise. They were fit. In fact, I never saw a conven- 
tion in any line of business or any class of merchants 
that impressed me as being physically fit as this con- 
vention of retail hardware men. The average retail 
hardware man does not have to play golf for exercise. 
He usually gets enough exercise in his shop every 
day without chasing the pill! Possibly this im- 
pressed me because in Paris, in London and on the 
ships, I had been associating more or less with a set 
of plutocrats who need an abstemious diet and regu- 
lar exercise far more than they need the dollars 
around which their minds and their conversation con- 


stantly revolve! 
* * % 


Now, allow me to go into just a few of the de- 
tails about the management of this congress. Let us 
first take the speakers. “When we were invited to 
speak, we were given a list of.the things that the 
committee had decided we were most capable of dis- 
cussing. This selection was not left to us! When 
we arrived on the scene we were handed a very polite 
typewritten letter from the secretary, in which we 
were requested not to indulge in oratory or sentimen- 
talism or graphic word painting, but to get right down 
to tacks and talk on the subjects assigned to us. 
When I read this letter shutting off oratory I turned 
to the secretary and told him I thanked him for the 
compliment. I suggested it was the first time I had 
ever been accused of being an orator! Then, when 
the speaker stepped up to the rostrum, back of him 
on the wall, on a large chart, in letters that could 
be read from every part of the room, was the num- 
bered list of the subjects upon which the speaker was 
expected to hold forth! 


* % % 


These charts, appealing to the eyes of the hearers, 
helped their ears and minds in following what the 
speaker had to say. Then, after the speaker had fin- 
ished a certain appointed retail dealer discussed each 
of the headings in the address. Finally, when this 
was finished, Mr. Sheets, the secretary, stepped to 
the desk and read a boiled-down summary of all the 
points that had been made by the speakers. This sys- 
tem was entirely new to me. You will, of course, see 
how it would impress the entire argument and all the 
points made upon the minds of the hearer. It was a 
system of teaching and of helping the memory which 
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naturally would fix the subject matter discussed in 
the minds of the delegates. 


* % * 


This congress was composed of officials from all 
of the various state associations. These men were 
literally being schooled and educated in the facts and 
problems that confront the retail trade. They were 
being posted so that they in turn could return to their 
State associations and intelligently lay before their 
State membership the drift of events in hardware 
retail merchandising. 


2 


* * % - 


I very much doubt whether, in the entire history 
of the hardware business or in any other trade, there 
has been evolved and put into effect a system of 
teaching equal to what I saw at Indianapolis. I am 
writing about this because I am naturally wondering 
how many manufacturers and wholesalers fully ap- 
preciate the very systematic and careful work that is 
now being done by this great retail hardware associa- 
tion in informing their membership on hardware prob- 
lems and the best methods to be adopted to meet these 


problems. . 
¥% * * 


I am informed there were 300 accredited delegates 
to this congress. I was present when there were two 
roll calls at the opening of their meetings—one at 9 
o’clock in the morning and the other at 2 o’clock in 
the afternoon. Of these 300 members, only four or 
five did not answer to their names when they were 
called. Can any other convention of any kind in any 
trade equal such a record? 

* + 


In addition to the matter that came up in the form 
of addresses and discussions, The National Retail 
Hardware Association published a booklet in which 
there is a very careful analysis made of the results 
in the way of sales and profits of several thousand 
retail merchants. These figures are set up, not only 
by the various sections of the country, but there is 
also a line drawn betwéen the results of retail stores 
of different sales volume. This booklet shows that the 
best results in the way of net profits are obtained by 
retail hardware stores whose annual sales are be- 
tween $60,000 and $100,000. Over-this higher amount, 
the net profits are not quite so satisfactory. We 
imagine that these net profits decrease on account of 
the increased expense of handling the larger busi- 
ness. The most unprofitable class of retail hardware 
stores is those doing a business of about $25,000 per 
annum. Very few such stores are making any money. 
The reasons for this are obvious. Their volume of 
sales is too small to take care of even their moderate 


overhead charges. 
% % * 


Everywhere throughout industry, as we gather ex- 
act figures, we find that net costs, net profits and effi- 
ciency decrease when we study the results of the 
small manufacturing wholesale or retail concerns. 
That is one of the reasons why we tcday see the drift 
toward amalgamations. The economies to be gained 
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age ets FANS spread coolness and comfort regardless of whether 
_4 they are borrowed or bought. Likewise all the various electric com- 
fort making and labor-saving devices are at their best in hot weather, 
and the hardware merchant who puts his selling efforts behind them will 
gain for himself something more than the Borrowed Comfort. 
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WHICH ARE THE BETTER MERCHANTS 


| SMALL TOWN DEALERS ©f* CITY RETAILERS 
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HICH are the better merchandisers, small 
\ \ town dealers or city retailers? Send in your 
answer. We’ll publish them and see who wins. 

A representative of HARDWARE AGE was discussing 
this subject some t’me ago with C. G. Jennings, presi- 
dent of the Jennings Hardware Co., Tacoma, Wash. 
Mr. Jennings started in the hardware business and 
got his early experience as a traveling salesman for the 
old Simmons Hardware Co. He knows the small towns 
and he knows the cities and he knows what the hard- 
ware dealer is up against in each, because he knows 
human nature. He is now doing business in a small 
city which is within an hour’s run of Seattle by electric 
train. 

The small town merchant, in Mr. Jennings’ opinion, 
all things being equal, should be a better merchant 
than the city dealer. Mr. Jennings was referring 
specifically to present day conditions when he said that. 
He believes that today, improved facilities of trans- 
portation and the increasing use of the automobile are 
changing things for everybody. “There is everything 
in the cities to attract people,” he said, “and transporta- 
tion is accessible to nearly everybody in the rural dis- 
tricts. Consequently more and more town and country 
people are going to the cities to trade. In the cities 
there are more people, more stores with larger varieties 
of merchandise on display, better illumination, all kinds 
of places of entertainment. City merchants have to 
pay large rents, and charge high prices, but they get 
the crowds. They can afford special displays, in fact 
they have to have them to attract attention. They 
have everything to their advantage in these respects, 
but they are not as good merchants taking them as a 
whole as the small town dealer is.” 

“Why ?” 

“Because the small town merchant, not having the 


people to draw on, not having half the natural advan- 
tages of the big town dealer, has to do special things 


to hold trade. He has to induce people to buy at home 
in spite of their inclinations. That is why the progres- 
sive small town merchant has developed personal selling 
to a higher degree than has the city merchant, that is 
why the small town dealer has done most of the unusual 
and original things in retailing in recent years, and 
that is also why he is now going out after business, 
instead of waiting for it to come to him. 

“Some people think that the individual city merchant 
has failed to function except in isolated instances,” Mr. 
Jennings said. “They see the department store, the 
chain store and the specialty shop taking the place of 
the individual store keeper, who has always waited for 
business to come to him. 

“The small town merchant is not going to make that 
mistake. He is going out after the business, canvassing 
from door-to-door if necessary in order to get acquaint- 
ed with his own neighbors.” 

Are the more progressive of the small town merchants 
awake to conditions? Are they attempting to meet new 
situations with new methods? 

What do you think about it? 





There is one man who is always right. He is the fel- 


low who is sure he can’t. 


It’s a lot more profitable to know than to wish you 
knew. 


Two-thirds of promotion is motion. 


Even a mistake proves that some one tried. 
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Builders’ Hardware 
Door by Door 


Front Entrances to Dwellings 


By W.N. Thomas 


EDITOR’S NOTE: This is the second instalment of another series of articles on builders’ hardware 


which will appear every two weeks in the columns of HARDWARE AGE. 
acknowledged expert and knows how to tell his story. 


The author, W. N. Thomas, is an 
The next instalment will appear in the August 


12 issue. Watch for it and read it. 


HEN a builders’ hardware-man starts to lay 

W out the schedule of hardware for a dwelling, 
be it large or small, he usually begins with 

the “front door.” This seems quite natural as under 
most circumstances the front door is the point of ap- 
proach to a house and offers one of the principal 
opportunities for the display of individuality and 
taste. The general character of a house is frequently 
dominated by the architect’s success in designing for 
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Above (Fig. 1) Butt with vis- 
ible ball bearings. At _ right 





(Fig. 2) Bolt for inactive leaf 


it just the right front door. And to further complete 
the success of the architect the right front door must 
have just the right hardware. No matter what is the 
architectural treatment of the door, the hardware 
should follow it and in design, proportion, and finish 
give the feeling that it was made for that particular 
place. There are certain items of hardware, such as 
butts, bolts, stops or bumpers, that are always made 
plain, without ornamentation—and so are suitable for 
doors of any design, but in such items as handles, 
knobs, escutcheons, knockers and numbers, there is 
opportunity for choice of design. 
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At left (Fig. 3) Rabbetted bolt. 
Above (Fig. 4) Diagram of flat 
edge door 








The matter of quality and price should be governed 
according to the general quality and extent of the 
dwelling. 

The butts on which the door is hung must in all 
events, be of proper size. If the door is so situated 
that it can open back 180 deg. the butts must be wide 
enough to clear the trim, while if the door can open 
not more than, say 120 deg., this need not be taken 
into consideration. Usually butts 41% x 4! will carry 
a door 1%4 in. thick, while doors 24% in. thick should 
have 5 x 5 butts. However, it is surest to follow the 
rule, twice the thickness of the door, plus the thick- 
ness of the trim, deducting from this sum '» in. and 
you will have the width of butt necessary to swing 
the door back 180 deg. Select the stock size equal to 
this or the nearest larger. As it is an outside door 
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At left (Fig. 5) Dia- 
gram showing bev- 
eled edge door 
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At right (Fig. 6) 
Diagram of doors in 
pairs, rabbetted 
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the butts should be of brass or bronze. For heavy 
doors to a good house use heavy cast butts, while for 
lighter doors to a less expensive house the lighter 
cast or wrought brass or bronze butts may be properly 
used. Whatever the weight of the butts used I recom- 
mend those made with visible ball bearings: (1) 
they will wear enough longer to pay, and I think 
there should be three butts to each door. If the en- 
trance has a pair of doors, it will be necessary to 
have a bolt for the top and bottom of the “standing,” 
or inactive, leaf. The kind generally used is of the 
“lever” type (2) about 1%4 in. wide. These bolts may 
be placed on the edge or on the face of the stile. If 
the doors are rabbetted and the bolts are to be placed 
on the edge they, too, will have to be rabbetted. (3) 
Most manufacturers make these so they may be 
used on either a right-hand or left-hand door. The 
bolt for the bottom of the door should be a 12-in. 
size, and for the top an 18-in. size will be within 
reach unless the door is unusually tall. Now the 
lock, this should be of the cylinder front door type 
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Above (Fig. 7) Pair of doors 

with flat astragal meeting stile. 

At right (Fig. 8) Knob with 
elongated escutcheon 





with stops in the face so the outside knob or handle 
may be set stationary so entrance cannot be had ex- 
cept by using the proper key. Locks of this kind are 
made in two ways. One to be operated from both 
sides by knobs or lever handles and the other to be 
operated from the inside by a knob and from the out- 
side by a handle with thumb piece in the same man- 
ner as on a store door. Again, both of these types of 
locks are made in two weights, the lighter weight be- 
ing suitable for doors 1°%4 in. thick or less, while for 
doors over 1°4 in. thick the heavier grade should be 
used. Single doors less than 1% in. thick usually 
have the edge flat (4), but when the door is 1% in. 
or over thick the edge is beveled (5) and requires a 
lock with a face beveled to match. If the bevel can- 
not be adjusted the lock must be furnished either 
right hand or left hand according to the way the door 
opens. When the doors are in pairs the edge is some- 





Above (Fig. 11) 
Door knocker 
for Colonial en- 
trances, finished 
to match other 
hardware 


Above (Fig. 9) 
Knob with rose 
and cylinder ros- 
ette. At wright 
(Fig. 10) Handle 
with thumb latch 





times rabbetted (6), this will require a lock with a 
rabbetted face of the proper hand to suit the door, 
as rabbetted locks are not reversible. A door made 
like (6) will require a right-hand lock. Again pairs 
of doors are sometimes made with a flat astragal meet- 
ing stile (7), in which case the lock front must be 
beveled to match. A door made like this detail 
should have a right-hand lock. 

The lock stile of the average front entrance door is 
about 5 in. wide, so what is known as a “regular back- 
set” lock will be right to use. This is 21% in. or 2% 
in. from face to center of key hole. If for any reason 
the door should be made with a narrow lock stile, the 
lock will have to be proportionately narrow. Narrow 
stile cylinder front door locks are made with a back 
set as small as 1 in. and from this up, by '4 ins. The 
case is usually 1 in. deeper than the backset. The 
proper knobs, escutcheons, or handles to use depends 
first upon the architectural style of the house and 
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then upon the individual taste of the owner. The 
selection of a reasonably simple trim is apt to pro- 
duce the most satisfying result. Do not recommend 
anything elaborate without the sanction of the archi- 
tect to insure its appropriateness. A knob, with an 
elongated escutcheon, (8) or with only a rose and 
cylinder rosette (9) is equally as good as a handle 
with thumb latch. (10) Since the large majority of 
homes built nowadays are of more or less Colonial 
design, the assortment of Colonial hardware is large 
and most of it is good. For such houses you may 
safely suggest bright polished brass or scoured or 
“old” brass. A house designed in Early Colonial may 
properly have a black wrought iron handle, but there 
is always the risk of its rusting and discoloring the 











At right (Fv. Boece 
12) “Chain door 
fast” 





door. If the house is of English design hardware 
may well be sanded and lightly oxidized. If it is 
built in Spanish style, sanded and oxidized, or black 
iron hardware is appropriate. Several manufacturers 
are making handles of cast white bronze in black 
oxidized finish in imitation of wrought iron. These 
vive the desired effect, wear well and will not rust. 

If you use a narrow backset lock you will have to 
use lever handles so the hand will not strike against 
the jamb when the door is opened. However, if it 
is desired, a knob may be used inside and have the 
lever outside only. 

A Colonial entrance particularly is not quite com- 
plete without a well designed door knocker (11) in 
finishes to match the other hardware. This is an 
opportunity for clever salesmanship. 

The hardware man should see that a small electric 
push button of suitable design and finish is included 
in his sale. The buttons furnished by electricians 
rarely ever match the other hardware and detract 
from the appearance of the job. 

Every new house should be supplied with cast 
bronze or brass house numbers, and they should be 
made a part of the original job. 

I must admit that a “letterbox plate” does not add 


anything to the beauty of an entrance, but it is more 
or less of a necessity, and this justifies its use. If it 
is placed on the door it should harmonize in design 
and finish with the other hardware which will tend 
to deaden its conspicuousness. 

A “chain door fast” (12) is another item that is 


At left (Fig. 13) 
Metal rubber tipped 
door stop for tile 
floors. At right 
(Fig.14) Metal rub- 
ber tipped stop for 
base boards 








(Continued on page 62) 
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Business is waking up to the fact 
“~y, that a better outlook depends 
large measure on a better lookout. 


in a 








Life: “Pa, | wanna join the trans- 
continental air-mail service.” 

Pa: “Nopey, nopey, sugar plum. No 
daughter of mine will ever be a fly-by- 


—Yale Record. 
. * * 

Teacher “Willie, 
help you with this essay’ 

Willie: ‘“‘He started it, but mother 
had to do it all over again.” 

+ . * 

Husband: ‘‘Well, anyhow, whatever 
else you say about her, you must admit 
she dresses like a lady.’ 

“Explain yourself!” shrieked his 
wife, “when and where have you seen 
her dressing?” 


night.” 


did your father 
De 


* * a 
Samuel: ‘Oy, oy, oy, Lemuel, vat 
you tink? Today I was arrested for 
speedink.”’ 
Lemuel: “Vat, you, arrested for 


speedink? Vy, you don’t own no car, 
haf you?” 


Samuel: “No, no, no: not dat. 
Speedink on de sidewalk.” 
* i - 


“Why did the foreman sack you 
yesterday?” 
“Well, a foreman is one who stands 
around and watches his gang work.” 
“IT know; but what’s that got to do 
with it?” 
“Why, he got jealous of me! 
thought I was the foreman.” 
* * * 
Judge—“So you tried to drive by the 
officer after he blew his whistle?” 
Motorist—“Your Honor, I’m deaf.” 
Judge—“That may be, but you’ll get 
your hearing in the morning. Next 
case.’’—Selected. 
* * + 


People 


The boss was dictating to the new 
pretty and sophisticated stenographer. 
Suddenly he stopped. 

“Am I too fast for you?” he asked 
anxiously. 

She considered him and then replied: 
“Oh, no, indeed, but you’re a trifle old.” 
—Selected. 


“Tomorrow afternoon,” said a 
minister to his congregation, “the 
funeral of Mr. So-and-so will be held 
in this church. I shall make the 
funeral address on this occasion and 
the man himself will be here, the first 
time in 20 years. 


9 








“Does your new neighbor appear to 
be a friendly man?” 

“T don’t think so; he appears to have 
his own equipment of snow-shovels, 
rakes, lawn-mower and garden-hose.” 

—Life. 


* * * 


Two Irishmen were excavating for a 
building, when a spectator inquired: 
“How is it, Pat, although you and Mike 
started work together, he has a bigger 
pile of dirt than you?” 

“Shure,” was the quick retort, “he’s 
digging a bigger hole.” 





Mr. Mouse: “How do you manage 
to float on water?” 
Miss Duckling: 

us up.” 


“Our down keeps 


—From The Farm Journal. 





“Where are 


St. Peter (to applicant) : 
you from?” 


Applicant: “Florida.” 
St. Peter: “Come in, but I don’t 
think you'll like it.” 
* oe * 


A keen-eyed mountaineer led his 
overgrown son into a country school- 
house. “This here boy’s arter larnin’,” 
he announced. ‘‘What’s yer bill o’ 
fare?” 

“We teach arithmetic, algebra, geo- 
metry, trigonometry—”’ 

“That'll do,” interrupted the old man, 
“load him up with triggernometry. 
He’s the only poor shot in the family.’ 

a * * 

Hi: “I sent a dollar to a firm for a 
cure for my horse that slobbers.”’ 

Si: “What did you get?” 

Hi: “A slip of paper on which was 
written: ‘Teach him to Spit.’” 


* * * 


Irate mother: “Give me that cigar- 
ette butt!” 

Young sinner: “Gee whiz, Ma, I 
just bummed it from Sis.” 

* * & 

Little Red Riding Hood: ‘Oh, 
Grandma—why do banks have _ such 
large windows?” 

Grandma: “All the better 
great big drafts, my dear.” 

* > * 


for the 


First Parent: 
like the navy?” 

Second Ditto: “No; he said he 
couldn’t get used to wearing his 
trousers so small at the bottom.”— 
Answers. 


“So your son didn’t 


* * * 


“And you say that little twin baby 
am a gal?” inquired the colored preach- 
er of one of his flock.” 

“Yas, suh.” 

“‘And the other one, am that of the 
contrary sex?” 

“Yas suh, she am a gal, too.” 

* ok * 

Husband: “Dear, will you please 
turn off the radio?” 

Wife: “But it isn’t on, dear. Now, 
as I was saying—”’ 
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Barbed Wire—Who Invented It? 


History of Early Development and Litigation—“Moonshine” 
Wire—More Than 200 Varieties Patented 


By Arthur G. Warren* 


in De Kalb, IIll., at an age lacking but a few days of a full 


\ , [ ITH the passing of Jacob Haish, Feb. 19, 1926, at his home 


century (he was born in Germany, March 9, 1826), came re- 

peated statements in the public press crediting him with being the 

original inventor of barbed wire for fencing. The first appearance 

of barbed wire fencing was upward of a half century ago, and few 
people today are acquainted with the circumstances of its advent. 

The present writer.would make no attempt to tell the whole story 

(both lengthy and intricate) of the introduction of fencing armed 


with variously called prickers, spurs, thorns or barbs. 


It is felt, 


however, that a distinct service will be rendered to those interested, 
and also to the future historian of the wire industry, by setting down 
a few of the facts and circumstances related to the subject, selected 
from historic material on file in the Industrial Museum of the Ameri- 
can Steel & Wire Co., at Worcester, Mass. 


United States letters patent No. 
63,482 were issued April 2, 1867, to 
Alphonzo Dabb, Elizabethport, N. J., 
for “Picketed Wrought Iron Strip” for 
top of a wall or fence. This appears 
to be the earliest suggestion patented 
in the United States of a fence armed 
with sharp, projecting points for the 
purpose of making it a more effective 
barrier. 

Subsequent events make it appear 
that the same or a similar idea for im- 
provement of farm fencing had been 
lying dormant in many minds, only 
awaiting the first open suggestion as 
the signal for springing into action, 
and producing a variety of designs in 
defensive equipment for fences.. 

Patent No. 66,182 was granted June 
25, 1867, to Lucien B. Smith, Kent, 
Ohio. This was the earliest United 
States patent for wire fencing armed 
with projecting points or barbs. The 

*Secretary Industrial Museum Com- 
mittee, American Steel & Wire Co., 
Worcester, Mass. The illustration at 
head of page shows a mass of barbed 
wire of many obsolete patterns. 











writer is not aware that any fencing 
made to this specification was ever put 
on the market or sold privately. Later, 
however, this patent became of prime 
importance, due to its included feature 
of defensive equipment. 

Patent No. 67,117 was granted July 
23, 1867, to William D. Hunt, Scott, 
N. Y., for a wire fence equipped with 
spur wheels. Hunt and Smith were 
brought into legal interference, and 
after examination Hunt was awarded 
priority of invention, thus being offi- 
cially recognized as first in the field to 
equip a fence wire with spurs or barbs. 

This fencing was efficient but rather 
difficult of construction. Hunt was 
without funds and, although he sold 
certain territorial rights, failed to in- 
terest anyone with capital in his in- 
vention, and so was unable to start 
manufacture. Probably not more than 
a half-mile in length was ever pro- 
duced, and that, laboriously, by hand. 

After seven years Hunt considered 
himself fortunate in selling his patent 
rights (Oct. 15, 1874) to Charles Ken- 


nedy of Hinckley, Ill., for $1,725 cash. 


The patent (original and reissue) was 


later held to be of great basic value. 
Patent No. 74,379 was granted Feb. 

11, 1868, to Michael Kelly, New York, 

for “Thorny Fence,” a wire fencing 


armed with perforated, elongated-dia- 


mond shaped two-point flat barbs. Pat- 
ent No. 84,062 was granted Nov. 17, 
1868, to the same Michael Kelly for 
round wire thorns thrust through holes 
in flat wire. 

Some eight years later these patents 
(original and reissue) were acquired 
by the Thorn Wire Hedge Co., Chicago, 
which for a considerable time sold the 
Kelly wire extensively. These also were 


_numbered with the valuable basic pat- 
ents. 


Patent No. 118,135 was granted Aug. 
15, 1871, to Lyman P. Judson, Rose, 


|N. Y., for “Barbed Iron Strip Fence.” 





This called for a heavy weight of metal 
and the barb effect was inefficient. It 
was not a success. 

Patent No. 138,763 was granted May 
13, 1878, to Henry M. Rose, Waterman 
Station, Ill., for “Wooden Strip with 
Metallic Points,” as an improvement in 
wire fence. This formed a fairly effec- 
tive barrier, but of crude construction 
when viewed alongside later successful 
designs. The idea was worthy of re- | 
spect, however, even though its chief 
value lay, as will be seen, in pointing 
the way to something better, soon to 
be achieved by others. 


The Big Four 


In 1873, six years had elapsed since 
the Smith and Hunt patents were 
granted, and as yet nothing had been 
heard from any one of “the Big Four,” 
who were to figure so prominently in 
later years in the barbed wire industry, 
viz.: Jacob Haish, Isaac L. Ellwood, 
Joseph F. Glidden, all residents of De 
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Kalb, Ill., and Charles F. Washburn, 
representing the Washburn & Moen 
Mfg. Co., Worcester, Mass. 

Forty-seven years of age, alert and 
from boyhood watchful for opportuni- 
ties of advancement, Jacob Haish had 
not yet taken the first step toward se- 
curing a patent for barbed wire. In 
view of the seven patents for barbed 
fencing issued during the last preced- 
ing six years, it is at first difficult to 
understand this delay on the part of 
Haish, who later claimed priority of 
invention. The following is a possible 
explanation: 

Prior to 1878 little general interest 
was taken in the barbed fence patents 
already issued. It is possible, there- 
fore, that neither Glidden nor Haish 
was aware of their existence up to the 
time of first making application for 
patents in October and December, re- 
spectively, in that year. 

Isaac L. Ellwood is on record as giv- 


ing to the invention of Henry M. Rose | 
24, 1874, to Isaac L. Ellwood, De Kalb, 


(patent No. 138,763, previously noted) 
the credit of suggesting not only to 
himself, but also to Glidden and to 
Haish, their first thought of attaching 
wire barbs to wire fencing instead of 
driving them into wood strips. The 
occasion was a county fair at De Kalb 
in 1873, when the trio stood together 
looking at an exhibit of the fencing 
recently patented by Rose. 

It is obviously impossible to know 
when the thought of barbed wire for 
fencing first came to him, but it is a 
matter of United States Patent Office 
record that Jacob Haish’s earliest ap- 
plication for a barbed wire patent is 
dated Dec. 22, 1873. 

Some two months earlier, on Oct. 27, 
1873, Joseph F. Glidden, De Kalb, IIL, 
filed application for a barbed wire pat- 
ent, an essential feature of the speci- 


L. B. SMITH. 


Wire Fence. 


No. 66,182. 
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fication being a novel method of hold- 


ing the spur wires in place. 
Glidden’s claim was challenged by 


_Haish, and, due to interference pro- 


ceedings, which began July 28, 1874, 
and also to time required for neces- 
sary amendments to the application, 
the patent was delayed. Interference 
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arately, however, the patents issued to 


_Haish and Glidden, mentioning first the 


patents granted to Jacob 


decision was rendered by the Patent | 
Office on Oct. 20 in favor of Glidden, | 
and on Nov. 24, 1874, he was granted | 


patent No. 157,124. 

Meanwhile, three barbed wire pat- 
ents of later application had _ been 
granted to Haish and one to Glidden. 
It may be noted that in none of Glid- 
den’s several applications did he claim 
to have invented the spurs or barbs 
for use in fencing. In fact, in an appli- 
cation dated March 14, 
pressly states: “I do not claim to have 


Haish, as 
follows: 


Patent No. 146,671 — Jan. 20), 1874 


Patent No. 147,634 — Feb. 17, 1874 
Patent No. 152,368 —June 23, 174 
Patent No. 164,552— June 15, 1875 
Patent No. 167,240 — Aug. 31, 1875 


The last-named was for the popular 
“S” barb, a very excellent style, which 
had a wide sale and on which Mr. Haish 
latterly rested his reputation. This 
patent was reissued Jan. 6, 1880, as 


| No. 9036. 


1874, he ex- | 


originated the devices known as spurs | 
or prongs on the wire, they having been | 


used before, but confine myself,” etc. 
Patent No. 147,756 was granted Feb. 


Ill., for “Barbed Fence.” The design 
was similar to one for which Haish had 


received a patent only a week earlier 


(No. 147,634, Feb. 17, 1874). It was 
not long before Mr. Ellwood, for good 
and sufficient reason, lost interest in 
his particular style of barbed fence and 
discontinued its manufacture and sale. 

Patent No. 153,965 was granted Aug. 


11, 1874, to Charles Kennedy, Hinck- 
‘ley, Ill, for a barb to be attached to 


| 
| 
| 
| 


| 





plain wires, mainly on fencing already 

erected. It was in this year that Ken- 

nedy purchased the Hunt patent. 
Haish and Glidden Lead 


For our present purpose, it is need- 
less to enumerate the many styles of 


Joseph F. Glidden’s patents relating 
to barbed wire numbered three in all, 
viZ.: 

Patent No. 150,683—May 12, 1874 

(Reissued as Nos. 6913 and 6914—Feb. 

S, 1876) 
Patent No. 
(The Winner) 
Patent No. 181,433—Aug. 22, 
The earliest invention of Glidden 

(patent No. 157,124, Nov. 24, 1874, for 
which he had filed application Oct. 27, 
1873) embodied a radical improvement 
in barbed wire construction, and was 
the most practical form yet conceived. 
It not only proved more popular than 
any other style up to that time, but 
during a half century it has always 
held and still occupies a leading place. 


157,124—-Nov. 24, S74 


1NS76 


|For many years its nearest ranking 





| 


barbed wire which soon appeared in | 


rapid succession. 


We may note sep- | 


competitor was Haish’s famous “S” 
barbed wire, which was a worthy rival. 
Mr. Glidden in July, 1874, sold to 
Isaac L. Ellwood, hardware dealer of 
De Kalb, a one-half interest in this 
patent (No. 157,124) for $130, plus 
$135 to cover one-half of incidental ex- 
penses to date—a total of $265. 
Glidden and Ellwood then formed a 





(Continued on page 58) 
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Both the Smith Patent of 59 Years Ago and the Hunt Patent Issued Four Weeks Later Figured Largely in the Early History 


of Barbed Wire. 


into production from other designs. 


Neither came into real use, but both patents were considered necessary of acquisition by those who entered 
They represent the two first patents issued for barbed WIRE fence 
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Oscar Monson, Past 
Minnesota Assn. 


President, Dies 


Identified with Hardware Trade | 


Since 1913—Member of Min- 
nesota Retailers’ Board of 
Directors Dies at Age of 45 


The hardware fraternity lost a val- 
ued member through the recent death 
of Oscar Ludwig Monson of Braham, 
Minn. 
John A. Monson, past president and 
now a member of the board of directors 


of the Minnesota Retail Hardware As- | 


sociation, and had been associated with 
him in the hardware business 
1913. 

Mr. Monson, who was forty-five years 
of age, is survived by his widow and 
two sons, his father, mother, brother 
and three sisters. He was active in 
church, civic and lodge affairs and had 
served for years as a member of the 
village council. 


Raymond Fink Joins the 
Sherman Corp. Staff 


Raymond Fink, who has been vice- 
president of the firm of Pierce, Butler 
& Pierce, has severed his connection 
with that organization and assumed 
duties on the executive staff of the 
Sherman Corporation, engineers, 31 
Milk Street, Boston, Mass. 


To Hold 1927 Paint-Varnish 
Advertising and Sales 
Conferences in Chicago 


The 1927 conferences of the paint and 
varnish advertising and sales managers 
will be held in Chicago, it is announced 
by R. E. Mercer, advertising manager, 
The Lowe Brothers Co., Dayton, chair- 
man of the Advertising Managers’ Con- 
ferences, and Willard E. Maston, di- 
rector of sales, Eagle-Picher Lead Co., 
Chicago, chairman of the Sales Man- 
agers’ Council. 

Both Mr. Mercer and Mr. Maston 
feel that Chicago is the logical place 
for the next conferences, as past con- 
ferences have been held 
Cleveland, Detroit, Pittsburgh and 
Philadelphia. The Chicago Paint, Oil 
and Varnish Club invited the confer- 
ences to that city some time ago. 

Mr. Maston also announces that E. K. 
Collingwood, trades sales manager, 
Standard Plate Glass Co., Pittsburgh; 
H. S. Bickford, sales manager, Stand- 
ard Varnish Co., Chicago, and Beverly 
KF. Hall, sales manager, Louisville Var- 
nish Co., Chicago, have been appointed 
to membership on the executive com- 
mittee of the Sales Managers’ Coun- 
cil for the coming year. 

Besides the three men just men- 
tioned, the executive committee of the 
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Mr. Monson was the brother of | 


since | 


W. C. Kelly Barge Line Dis- 
poses of Towboat, George 
T. Price 


The W. C. Kelly Barge Line has 
turned over to the Inland Water- 
ways Corporation (Federal Barge 
Line) its towboat the George T. 
Price and a fleet of barges. The 
boat and barges are to be used in 
the Memphis-St. Louis river ser- 
vice. The barge line was a pri- 
vate enterprise of those control- 
ling the Kelly Axe & Tool Co., 
Charleston, W. Va., but there has 
been no connection between the 
two companies and the plans of 
the Kelly Axe & Tool Co. to use 
the inland waterways for the 
fetching of its raw materials and 
shipping of finished products are 
not affected by the transaction. 






































in Buffalo, 











Sales Managers’ Council includes G. M. 
Breinig, Breinig Brothers, Hoboken; 
E. F. Hopper, sales manager, Murphy 
Varnish Co., Newark; R. W. Lindsay, 
sales manager, Pratt & Lambert, Inc., 
Buffalo, and Wm. R. McComb, secre- 
tary, 18 East 41st Street, New York 
City. 


Western Electric Elects 
Stoll Vice-President 


Clarence G. Stoll, general manager 
of manufacture of the Western Elec- 
tric Co., has been elected a vice-presi- 
dent to succeed the late H. F. Albright, 
the company announced today. 

Mr. Stoll was formerly manager of 
the Western Electric Hawthorne Works 
in Chicago. He started his career with 
the Western Electric 23 years ago as 
a student engineer in Chicago. 





E. S. Ridgway to Direct 
Sales of Thor Appliances 


E. S. Ridgway, formerly vice-presi- 
dent and general manager of the Uten- 
sils Company, Fort Wayne, Ind., has 


been appointed general sales manager 


of the Electric Household Utilities Cor- 
poration, Chicago, formerly the Hurley 
Machine Company. Mr. Ridgway will 
have complete charge of the sale of 
Thor electric washers, ironers and 
vacuum cleaners, and his appointment 
is part of the campaign of sales ex- 
pansion, 


Grasselli Chemical Co. 
Building New Plant 


The Grasselli Chemical Co., Guardian 
Building, Cleveland, Ohio, is about to 
commence construction on its first unit 
of its proposed new plant at Wurtland, 
W. Va., and is estimated to cost $1,000,- 
000, with machinery. The entire proj- 
ect will consist of five units of approxi- 
mately like size, to cost a_ similar 
amount, making a total cost of about 
$5,000,000. 























Pittsburgh Steel Co. 
Appoints McLain as 
Detroit Manager 


_— ee 


Has Been with the Firm Since 
1912 as Fence Salesman in 
Midwest Territory—Assumes 

Duties Immediately 


C. F. McLain has been appointed 
manager of the recently established 
Detroit office of the Pittsburgh Steel 


|Co., located in the General Motors 
| Building. Mr. McLain has been with 
the Pittsburgh Steel Co. since 1912. 


For six years he was a fence salesman 
in the Middle West and since then has 
been calling on the manufacturing and 
jobbing trade, for three years in the 
Minneapolis-St. Paul district and since 
1922 in Iowa, Nebraska and western 
Illinois. 


ee 


Kaminiski Hardware Co. 


Now Wholesale Jobber 


The Kaminiski Hardware Co., jobber 
of hardware and machinery, George- 
town, S. C., recently organized by H. 
Kaminiski and Jos. Schenk, simply 
takes over the assets and liabilities of 
the old concern of the same name, effec- 
tive June 1, with a capital stock of 
$125,000 and $100,000 surplus. 

The newly organized firm will con- 
duct a general wholesale jobbing busi- 
ness of heavy and shelf hardware and 
mill supplies. 


Decatur & Hopkins Co. Issues 
New Toy and Game Catalog 


Decatur & Hopkins Co., Berkeley 
Street, Boston, shelf hardware jobbers, 
has issued a new catalog on toys and 
games. It is 10% x 7% in., 56 pages, 
of a size to conform with the company’s 
regular catalog, and deals with a wide 
variety of merchandise, most of which 
is made in New England. It does not 
contain sporting goods, skates, bicycles, 
sleds, etc., these items being covered 
in the general catalog. In addition to 
toys and games, it deals with sewing 
sets, embroidery sets, doll outfits, 
paints and stencils, magic and well bal- 
anced assortment of books for young 
folks. 


More Distributors Appointed 
for Sparklet Syphon Bottle 


Sparklets, Inc., 19 West 44th Street, 
New York City, announces that its 
Sparklet syphon bottle will be distrib- 
uted by the following hardware job- 
bers: A. Baldwin & Co., Ltd., New Or- 
leans, La.; Stratton-Warren Hardware 
Co., Memphis, Tenn., and Richards & 
Conover Hardware Co., Kansas City, 


| Mo. 
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R. J. Atkinson Addresses Meeting 
of Manhattan and Bronx Association 





Vice-President of N. R. H. A. Says Manufacturers Are Too Liberal in 
Their Treatment of Guarantees and That the Dealers Should 
Not Be Placed in the Position of Judge and Jury 


ment of guarantees, that dealers should not be placed in the 


If rent of a that manufacturers are too liberal in their treat- 


position of judge and jury, that all guarantees should bear a 
time limit and that customer should pay for the time he received ser- 
vice from any returned tool, R. J. Atkinson, Brooklyn, N. Y., vice-presi- 


dent, N. R. H. A., gave an instructive talk on the subject of Guarantee 


at the July 20 meeting of the Hardware Supply Association of the Man- 


hattan and Bronx Boroughs, Inc. 


The meeting was held at New York 


Turn Hall, Lexington Avenue and East Eighty-fifth Street, New York 
City, with President Ed Ferguson, Tremont Hardware Co., presiding. 
Secretary C. H. Tilson read all communications and minutes of two 


previous meetings. 


G. Duncan MacLeod, as chairman of the entertain- 


ment committee, reported that the association will hold a family picnic 
on Sunday, Aug. 8, at the farm of Charlie Bruhns, in Pleasantville, N. Y. 
Mr. Bruhns is a past president of the Manhattan-Bronx and Metropoli- 


tan associations. 


Eight members of the Hardware 
Boosters were present as guests. They 
were Junior Chief Booster Charles Pin- 
cus and secretary Roy D. Schmidt, both 
of Stanley Works; Past Chief Boosters 
Bert Conner, Pike Mfg. Co, and Dick 
Scobell, Deitrich, Schobell & Co.; Fred 
Hinchman, John Russell Cutlery Co.; 
Oscar E. Watts, E. C. Atkins & Co.; 
Ralph Allen, Diamond Expansion Bolt 
Co., and Charles J. Heale, HARDWARE 
AGE. 

Sidney Atkinson, son of the national 
vice-president, was also a guest of the 
evening. 

Mr. Atkinson’s talk on the guarantee 
followed the routine business. He pref- 
aced his remarks with a few comments 
on the recent national congress at In- 
dianapolis and said in part: 

“Talk should be constructive. It is 
wasting your time and mine unless 
these meetings pay a dividend. No 
business needs cooperation and organi- 
zation as much as hardware business. 
Hardware dealers that attend these 


meetings, State and national conven- | 


tions get a schooling that can be had in 
no other way. Business must of ne- 
cessity be individual, but much can be 
gained by adopting the best experience 
of others. Conditions of business are 
changing and this change is only in 
accord with the general changing con- 
ditions of the world. Business men that 
spend all their time in their business 
and never attend hardware meetings 
and conventions are apt to be slower to 
adopt new ideas than are those who 
make some effort to see the why of 
progress in others. 

“Much of our troubles are our own. 
We are very apt to blame distribution 
methods of others when we are perfect- 
ly free to select those agencies which 
conform to our standards. Often this 
is not the easiest way, but my experi- 
ence assures me that a thing worth 











having is worth going after, and as long 
as dealers stick to the bottle they will 
never be weaned. 

“At the last national convention in 
Indianapolis a distinct advance was 
made for uplifting the dealers by de- 
voting the whole program to those dis- 
cussions that covered the dealer. Many 
of the evils of the trade are not direct- 
ly the faults of the jobber and manu- 





R. J. Atkinson 


facturer, but are plainly traceable to 
the dealers themselves. 

“Look behind almost every outstand- 
ing dealer and you will find that much 
of his success is due to the fact that 
he is a thinking worker. There can be 
no set program laid out for the kind of 
work a dealer himself must do. Some 
dealers are very successful by confin- 
ing themselves to the floor of their 
store, watching the sales and deliveries, 
greeting the customers and salesmen, 
and in general superintending the sell- 
ing end leaving the executive end to 
others. Where other dealers could not 
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intelligently serve a dozen customers 
in their store, but devote their time to 
planning window trim, stock arrange- 
ment, selling and expansion possibili- 
ties, collections, etc., and though look- 
ing at their business from two differ- 
ent angles are successful. These two 
types are generally both aggressive 
and successful. On the other hand, we 


_have the dealer who devotes all his time 


to his business, never takes a day off, 
offers those goods to the public which 


are not of his seeking, but which are 
forced on him by high powered sales- 
men, and which are generally highly 
competitive and pay little profit. Never 


get acquainted with his neighboring 


hardware man, either through fear or 


_ jealousy, and generally fails or dies of 
dry rot. 


| 


| 


| 
| 




















“IT wish I could tell you the remedy 
for these conditions that are daily con- 
fronting our trade. Selling has changed. 
We can all agree on that and we are 
looking for the remedy. In my opin- 
ion there is only one way to find it and 
that is by personally applying those 
methods that have made others suc- 
cessful in a way that will fit our own 
particular needs, and make such im- 
provements on them that will make 
them still better for our particular busi- 
ness. There are three thoughts that 
must be ever present with the man who 
is to succeed, and they are observa- 
tion, application and ‘whyization,’ and 
the man who successfully uses these 
powerful factors in his business life 
will not have to worry about success.” 


Springfield, Mass., Dealer 
Requests Catalogs and Lists 


Morris A. Cohen, hardware and paint 
dealer, 159 Main St., Springfield, Mass., 
has recently sustained a very severe 
fire loss, as a result of a conflagration 
in an adjoining store. 

All of Mr. Cohen’s catalogs and price 
lists were destroyed and he requests 
manufacturers and jobbers to send him 
their latest editions. 








Pittsburgh Radio Show at 


Duquesne Gardens, Oct. 4-9 


Under the auspices of the Pittsburgh 
Radio Association, the Pittsburgh Radio 
Show will be held this year from Oct. 
4-9, inclusive, at Duquesne Gardens, in 
that city. 

J. A. Simpson, with headquarters at 
401 Bessemer Building, Pittsburgh, is 
managing director of the association in 
charge of the show. 





F. Dunton Tobin Dies 


F. Dunton Tobin, who conducted a 
retail hardware store at 971 Massachu- 
setts Avenue, Arlington, Mass., dropped 
dead of heart failure while working in 
his place of business, Friday, July 2. 
Mr. Tobin was alone in his store at the 
time and his body was discovered a 
little later by a customer. 





‘dc Oa CP eeH en core Raa pera: 











fy 


Pie 
eee 


MASE Sar Sep Sy fe pg 
ry POSER LE ei, Lar ee chester; 


Biases oH , 4 
BS eRe o7 


July 29, 1926 


HARDWARE AGE 


41 


Federal Trade Commission Asked to Dismiss 
Complaint Against New Jersey Manufacturer 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


asked by the C. A. Leitch Mfg. Co., Lincoln, N. J., with offices 


]) scr os of a complaint by the Federal Trade Commission is 


in New York City, which is charged with misbranding of paints, 
roofing cement and liquid roofing. The company in its answer, just an- 
nounced, declares that the point of the controversy is that the Commis- 
sion wishes the company to discontinue the use of labels and advertis- 
ing matter in which, it was alleged, the company claimed to use “nat- 


ural lake asphalt.” 


“Inasmuch as we have discontinued the use of any advertising mat- 
ter or labels in which we state we are using this product, with the ex- 
ception of Gilsonite asphalt, we think the complaint should be dis- 


missed,” says the reply. 


The company points out that it sells 95 per 


cent of its output to jobbers and distributors who, in most instances, 
supply the company with their own labels with instructions to apply a 


label on every package shipped. 


“We are in no way responsible for | 


the descriptive matter of these labels,” | Pas 
about to be begun by a joint commis- 


the company states: “To our custom- 
ers who are not able, for various rea- 
sons, to supply us with a label we fur- 
nish a stock label, copy attached; in 
the space reserved for this purpose we 
imprint their trade, firm name and ad- 
dress.” 

It is pointed out that these labels 
were prepared many yedrs ago when 
the company was considering the use 
of a natural lake asphalt, but the idea 
was abandoned, the answer says, be- 
cause, “after extensive tests we came 
to the decision that a natural lake as- 
phalt does not make, in our opinion, a 
good roof coating.” 

“In using the labels it was merely 
for the purpose of consuming the sup- 
ply we had on hand and as that supply 
has now become exhausted, we have 
eliminated the wording in question 
from our copy.” 





More shovels are said to be imported 
into Cuba from England than from the 
United States, largely because England 
is able to offer them at considerably 
lower prices than are offered by Amer- 
ican manufacturers, according to a re- 
port received by the Department of 
Commerce from Commercial Attache F. 
Todd, Havana. In general, he says, the 
English shovels range from 25 to 30 
per cent below American shovels in 
price. The shovel which finds greatest 
acceptance is the one with a solid 
shank, split on the bottom side, short 
handled, and fitted with a “D” at the 
end. The market for spades is declared 
to be very restricted. 





Whether or not hardware lines may 
ultimately be affected by the recent 
Treasury order proposing countervail- 
mg duties on imports of iron and steel 
products from Germany will 


sion. 




















depend | 


upon the results of an investigation 


This commission will consist of 
two representatives each of the Ameri- 
can and German governments. It was 
selected at the suggestion of the Ger- 
man government in a note directed to 
the State Department which declared 
that the Treasury order was not justi- 
fied because no bounties are being paid, 
as was charged, by the German Raw 
Steel Syndicate on iron and rolled steel 
products. It was conceded, however, 
that bounties are paid on remanufac- 
tured lines, such as engines, machine 
tools, etc., reaching down through the 
highly finished hardware lines. Should 


it be found no bounties are paid on 


rolled steel products coming from steel 
mills, the order naturally would have 
to be revoked. It is a question whether 
it would be revised to meet the situa- 
tion as it applies to the more highly 
finished lines. Apparently this would 
depend upon the domestic trade which 
has to meet competition with German 
products. Actually imports of steel 
from Germany are small, while imports 
of pig iron from that country are rela- 
tively large, a situation which has led 
to a report that domestic makers of pig 
iron will seek an anti-dumping duty 
against German pig iron imports. It 
is said this course may also be pursued 
with regard to remanufactured steel 


‘| lines should it be found that were nec- 


essary. 





Imported brushes, made of cocoa 
fiber on a wooden handle and used for 
brushing the ashes back into the fire- 
place are dutiable at 45 per cent under 
paragraph 1407 of the Fordney-Mc- 
Cumber act, according to a ruling of 
the United States Customs Court at 
New York City. The decision over- 
rules protests of the S. S. Kresge Co., 





New York, which claimed the duty 
should be 15 per cent under paragraph 
1407. 


All postmasters have been directed 
to mail at the earliest practicable date 
their reports covering statistical infor- 
mation as to the number of parcels of 
mail registered, insured and sent C.O.D. 
from July 1, 1925, to June 30, 1926. In 
making this request Third Assistant 
Postmaster General R. S. Regar also 
asked the postmasters to show in their 
reports the number of return receipts 
requested in connection with interna- 
tional ordinary registered and insured 
mail and senders’ receipts for domestic 
ordinary fourth class parcels and cer- 
tificates of mailing for international 
ordinary parcel post packages. 





The tremendous industry of manu- 
facturing containers for fruits and 
vegetables, including berry boxes, ham- 
pers and crates, is indicated in figures 
compiled recently by the Department 
of Agriculture, which points out that 
figures showing the number of con- 
tainers carried over into new seasons 
should prove of value to manufacturers 
in meeting the demand for packages. 
The production of berry boxes alone in 
102 factories last year was in excess 
of 378,000,000 containers. Production 
of till baskets in 71 factories reached 
167,000,000 containers and of climax 
baskets 65 factories manufactured 26,- 
000,000. Seventy-three factories re- 
ported aggregate production of 32,000,- 
000 round stave baskets; 74 factories 
made 26,000,000 hampers; 50 factories 
made 15,000,000 market baskets; 65 
factories made 26,000,000 boxes and 186 
factories made 6,000,000 berry crates 
and 58,000,000 vegetable and citrus 
crates. The figures included in the re- 
port on carry-over of containers reflect 
to some extent growing conditions dur- 
ing the past year. For example, the 
unfavorable conditions in berry grow- 
ing sections are shown by a carry-over 
of 21 per cent of the boxes manufac- 
tured. 


Following a note from the German 
embassy to the State Department, the 
Customs Division, Treasury, has sus- 
pended the effective date of the order 
assessing countervailing duties on im- 
ports of iron and steel products from 
Germany. The embassy claims the 
bounties, which the Treasury said were 
being paid on iron and steel for export 
from Germany, were not being paid. A 
further investigation is to be made. 
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Tapped Nut Price List 


Compiled for Hardware Age by M. M. Godschalk 


EXPLANATION—List prices are in accordance with latest revision of 1925. Knowing your cost on these sizes 
and knowing the margin you wish to make on tapped nuts, you can readily determine a price for any desired 
quantity. For example: Take the first chart on the left, which is on tapped nuts for machine screws. Consider 
the 2 inch length. Assume you wish to sell at 331% off, the price would be 28 on the square and 33 on the hex- 
agon. You can figure these out by finding the length and then run along to the column with the desired discount. 

List prices are per 100 


TAPPED NUTS—iFor Machine Screws) BRASS— | 
Tapped Nuts for Machine Screws 
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Copyrighted 1926 by Hardware Age 


This is the fifteenth installment of a complete series of nut prices to be published weekly. 
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General Market News 


] 


Seasonal Hardware Very Active | 
with Continued Warm Weather; 


Collections Are Fair 
iD 


ASTERN wholesale hardware markets report good sales activities | 
- for seasonable lines. The continued hot weather has stimulated 
a this demand. Western markets are fairly active on summer lines, but re- 
port that the vacations have shown some effect on business. The effect 
of vacations has not vet been evident in the Eastern markets. 
Hardware jobbers report collections fair in all market centers. Brad- 
street’s recent investigation in 32 cities found 8 fair, 5 slow to fair 
and 19 slow. The hardware trade is apparently much better off on 
collections than the average mercantile field. 
With the exception of reductions in highly competitive items, hard- 
ware prices are fairly firm. Some basic materials have gone up and | 
down, but no important changes are reported on finished hardware. 
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No Recession Expected 
in Building Activities 


“From reports of building permits 

issued and plans filed in 462 cities for 
the first half of the current year it is 
evident that building activities gen- 
erally throughout the country will pro- 
ceed during the rest of the year on a 
basis not greatly at variance from con- 
ditions that prevailed throughout the 
year of 1925,” says the National 
Monthly Building Survey published by 
S. W. Straus & Co. 

“The totals from these cities as re- 
ported to 8S. W. Straus & Co.,” the re- 
port continued, “showed building per- 
mits issued of $2,218,002,775 compared 
with $2,343,308,089 for the first half of 
1925, a loss of one per cent. 

“Against this slight falling off, the 
figures for June revealed a rather sur- 
prising volume. Permits issued in the 
462 cities were $413,593,412 compared 
with $384,321,193 last June, a gain of 
7% per cent. The significance of the 
figures lies in the fact, however, that 
they represent a gain over May this 
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Basic Materials Markets 


Price tendencies in finished products 
being the reflection of conditions in 
the raw material market, we present a 
few opinions obtained from reliable 
sources on several basic products: 

Zinc—Large buyers find prices firm 
and are buying moderate stocks. Buy- 
ing in the middle of last week was 
fairly active but the week’s volume was 
only fair. 

Lead—Prices very firm. 
was advanced in some markets. 
mand was fair last week. 

Shellac—Prices are unchanged. Re- 
ports indicate that large buyers are 
considering only current requirements. 

Rosin—Price tendencies are upward 
though at press time no changes have 
been announced. 

Turps—Domestic demand appears to 
be consistently active but export re- 
quirements have been slow. Prices are 
firm. Carlot prices ex. dock New York 
were 89 to 89% cents per gallon at 
press time. 

Linseed Oil—In sympathy with seed 
declines linseed oil eased off 2 points 
last week. 

Copper—Demand is good and prices 
have been firm. August metal is not 
very plentiful which may react in 
higher prices it is said. 

Manila Hemp—Prices on hemp are 
higher in most grades. Market is firm. 

Tin—Activity is limited but prices 
have been strong. 


Drop shot 
De- 





Tourist Trade Is Good 
in Northwest Country 


Business in the Northwest tributary | 
to the Twin Cities is moving along | 
with the usual summer quiet. Not 
only the hardware business but all | 
other lines seem to be affected in this | 
section of the country. It is the same | 
periodical quiet that overtakes the, 


| harvest 











the vacation period. Increase 
of trade is expected in all lines with 
the opening of fall business, signs of 
which are already seen. 

Tourists from all parts of the coun- 
try are in evidence in all parts of the 
Northwest, and are adding perceptibly 
to the amount of business done. 

Jollections, especially in the larger 
cities, are quiet. Jobbers in some in- 
stances at least, are reporting good 
collections in the country districts. 








Seasonal Items Active in 


Pittsburgh Market 


Hardware business in the Pittsburgh 
district is showing a fair degree of ac- 
tivity despite a more or less common 
suggestion that it could be _ better. 
Weather conditions starting with last 
spring and running through the sum- 
mer to date have been abnormal and 
sale of a good many articles associated 
with spring and summer has not been 
as heavy as usual. It is well established 
that when electric fans, lawn mowers 
and screen wire goods do not move free- 
ly before July 1 they are not likely to 
sell with much snap thereafter. The 
weather has been unfavorable to these 
jines. 

It is not surprising, therefore, that 
while some jobbers have found business 
for the first six months of the year to 
have been slightly better than in the 


| same period last year, the average of 
| all jobbers is slightly below 1925. New 
_ prices on automobile tires and tubes 
have been 


issued by the trade and 
comparison with the former list shows 
that those brands sold through the 
hardware trade are from 6 to 20 per 
cent lower. Prices of ready mixed 


| paint have been cut 25c. per gallon since 


a week ago, primarily to stimulate busi- 
ness, which, while reasonably good, has 
not been up to that of a year ago. Col- 
lections are still fairly good. 












































year of substantially 5 per cent, which 
is abnormal. Normally, there is a 
rather sharp decline between May and 
June, sometimes running as high as 
10 per cent. Last year, when building 
activities were proceeding with unpre- 
cedented momentum, June permits were 
just about equal to those of May. 
Whether this June spurt marks the be- 
ginning of a period of even more in- 
tensive building activity than has ever 
before been experienced in the United 
States or whether the June reports rep- 
resent a considerable volume of accu- 
mulated projects that were deferred 
from the spring months, due to unfav- 
orable weather conditions, cannot now 
be determined. 

An important feature of the semi- 
annual review is the further gain of 
construction work throughout the 
twelve Southern States, notwithstand- 
ing the spectaclar activities that have 
been in progress there for the last 
three years. The 101 leading cities of 
the South reported building activities 
for the six months’ period 26 per cent 
greater than for the first half of last 
year. This is indeed an impressive 
showing in view of the 1 per cent loss 
for the country as a whole during the 
same period. The same Southern cities 
gained 11 per cent in June compared 
with the same month last year.” 


Electrical Goods Volume Sets 
New High Record 


New orders booked for electrica! 
goods for the first quarter of 1926 rep- 
resent a new high record. 

In the first three months of the cur- 
rent year, $192,547,910 worth of elec- 
trical goods were contracted for by 
manufacturers of household appliances, 
according to a news dispatch from 
Washington. 
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Warm Weather Helps Sales; 
July Volume Very Good; 


Collections Are Fair 


hardware 


Pep steen hot weather has greatly stimulated the sale of strictly 


seasonable 


in the New York wholesale market. 


July 


business compares very favorably with business done the same month 


of last year. 


Several distributors report a definite improve 


ment over 


1925 records and practically all report at least an even keel. 
Jobbers’ stocks on seasonal lines are not heavy. Retail demand has 
been hampered by the lateness of warm weather, but is now very ac- 


tive for such goods. 


Collections are only fair at the present time. 


Many salesmen and 


executives are on vacation at the present time, which means extra 
work for the others, consequently the average hardware house has an 


air of great activity in all departments. 
Except in highly competitive lines, prices are firm. 


Turps Market Is Active 
Rosin Advances Predicted 


Last week the New York market for 
turpentine was particularly active. 
Some factors have advocated buying 
now for four months requirements. 
Export buying has been slow. Though 
some factors endorsed the suggestion 
to buy now for four months require- 
ments, it is generally felt that there 
will be no declines. 

All grades of rosin showed substan- 
tial gains last week with prices very 
firm. All present indications point to 
rising prices. Export demand is show- 
ing some promise of being heavy. 


Sales Are Very Active 
on Rubber Hose 


Rubber garden hose is very active 
in the New York wholesale hardware 
market. Prices have been fairly steady. 
The continued hot weather has stimu- 
lated the consumer demand for garden 
hose and other strictly seasonable 
hardware merchandise. Rubber hose 
stocks are not heavy but are appar- 
ently sufficient. 

JOBBERS’ a some we i, RE. 
TAILERS, F.0O.B8. NEW YOR 

Rubber garden hose, Milo, 
lengths, 12%c. per ft., in 60 ft. 
lengths, 12c. per ft. Good Luck, in 
25 ft. lengths, 11%c., In 50 ft. lengths, 
10%c. per ft. Bull Dog, in 25 ft. 
lengths, 14%c. per ft., in 650 ft. 
lengths, l4c. per ft. Molded, high 
grade, in 25 ft. lengths, 10%c. per ft., 
in 50 ft. lengths, 10c. per ft. Dia- 
mond, lle. per ft. 

Nozzles, Standard, heavy, $6 per 
dozen, less 5 per cent. Competitive 
grade, 14%c. each, less 5 per cent in 
dozen lots. 

Star, molded, in 25 ft. 
12\4%c. per ft., in 50 ft. lengths, 11%c. 
per ft. Zulu, smooth, in 25 ft. lengths, 

12%. per ft., in 50 ft. lengths, 11\c. 
ft. 


per 
Wine Press Sales Fair, 
Improvement Next Month 


An increased demand for wine 
presses is expected by local jobbers 
during the month of August. Current 
sales are very light with only fair in- 


lengths, 


| terest, 
active when the grapes are plentiful. 








These items become more 


Prices have been steady and stocks are 


satisfactory. 
JOBBERS’ QUOTATIONS TO. RE. 
TAILERS, F.0O.B. NEW YORK 


Boss line of wine presses, No. 1, 
$6.70; No. 2, $7.50; No. 2%, $10; No. 
3, $12.75, and No. 4, $16.26; all prices 
are each. 

Same with hinged tub, No. 1, $7.80; 
No. 2, $8.60; No. 2%, $11.15; No. 3, 
$14, and No. 4, $17.30; all prices are 
each. 

Boss Handy Crusher, $6 each. 


Normal Volume Reported 
on Bolts, Nuts, Screws, etc. 


The current demand for bolts, nuts, 
screws and other staple items is con- 
sidered entirely normal. Prices are 
uniform in this section and available 
stocks are adequate. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 


Bolts and Nuts’ 


Machine bolts, % by 4 and smaller, 
40 and 10 per cent off list. Machine 
bolts, longer and thicker, 40 and 10 
per cent off list. 

Common carriage bolts, ™% by 6 
and smaller, 40 off list, larger and 
longer, 40 off list. 

Stove bolts, 80 and 10 off list. 

Lag screws, 50 and 7% off list. 


Screws 


Discounts on Wood screws: Iron 
Bright, Flat Head, 77% per cent; 
Iron Bright, Round and Oval Head, 
75 per cent; Iron Blued, Round Head, 
75 per cent; Brass, Flat Head, 75 per 
cent; Brass, Round and Oval Head, 
72% per cent. 

These discounts apply 
list of June 24, 1922. 

EX TRAS—20-10- 10- 5 per cent. 


to revised 


Wire Nails at $3.35 


in Metropolitan Area 


Wire nails are being sold at $3.35 
in the Metropolitan area. Some dis- 
tributors have announced a price of 
$3.45, but it is very apparent that the 
bulk of local nail business is at the 
lower figure in this section. The de- 
mand has been fairly active. Stocks 
appear satisfactory. 
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Linseed Oil Cheaper 
Following Seed Decline 


Following the decline in the flaxseed 
market, local crushers lowered prices 
on linseed oil two points to the basis 
of 12.1 cents a gallon in carlots 
for July-September shipments, which 
makes the warehouse price 12.5 cents 
er pound. Sales had been very good, 
ut since the seed market decline the 
larger buyers are inclined to await 
developments, buying for current re- 
quirements solely. 

July-September prices are, in car- 
Jots, 12.1 cents per lb.; less than car- 
lots, 12.5 cents per Ib.; less than 5 
bbls., 12.9 cents per lb. and in tanks 
11.3 cents per Ib. 

October-December shipments prices 
in carlots 12 cents per lb. for linseed 
oil; linseed cake is $39.00 per ton and 
linseed meal, $45.00 to $46.00 per ton. 


Butts at 16 Cents in 
New York Market 


Price competition on butts has been 
very keen in the New York hardware 
market. The price to dealers has gone 
down to 16 cents. At press time there 
was a price of 15% cents reported 
from a reliable source. 


Sash Cord Demand Good; 


Price Range Continues 


The demand for sash cord continues 
to be very active in the New York 
wholesale hardware market. There is 
some variance in prices offered as the 
competition is fairly keen for this busi- 
ness. The opinion has been freely ex- 
pressed that present costs do not jus- 
tify current wholesale prices; the job- 
bers feeling that their margin is too 
light, due to the competition. Building 
activity continues in volume, though 
there is a reported falling off on new 
contracts. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.O.B. NEW YORK: 

Sash Cord.—Samson Spot, No. 8 to 

No. 12, 65%c. to 66c. per Ib.; Phoenix 

same numbers, 36c. per Ilb.; Sachem, 

same numbers, 3lc. per Ib., and 

Aetna, No. 8, 26%c. to 27c. per Ib. 

No. 7 is lc. per Ib. higher, and No. 

6 is 3c. per Ib. higher. 


Revised Prices Announced 
on Snow Shovels 


Prices on snow shovels have been re- 
vised. New prices show declines over 
quotations offered last month. Futures 
are running light at the present time, 
but may improve in August. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 


Snow shovels, steel, long handled, 
$4.00 per doz.; D handled, $5.25 per 
doz.; galvanized, 21% in. wide blade, 


$10 per doz. Spring steel, wide 
blade, $10.80 per doz. Ames, long 
handled, $8.88. per doz. 


curved blade, 18 in., 


Iron pushers, 
curved blade, 24 in... 


10 per doz.; 
12 per doz. 


Boy’s snow shovels, $2.20 per doz. 
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Summer Merchandise in Demand in Chicago 


—Staple Items Slowing Down—Prices Firm 


(Chicago office of HARDWARE AGE) 


T this particular season of the year it is to be expected that 
there will be a little easing off in hardware sales, and while 
staple lines are running true to form and are slowing down 

somewhat, there is a decided increase in the demand for summer 


merchandise. 


This latter fact is undoubtedly due to the holding 


back of sales by the cold unseasonable weather which has prevailed 
up until the past two or three weeks and now the extreme heat is 
precipitating a heavy call for oil stoves, ice cream freezers, electric 


fans and other similar items. 


There have been several adjustments during the week in jobbers’ 
prices—automobile tires and tubes, galvanized tubs, turpentine and 
some wire products showing slight declines, while solder advanced. 
Manufacturers’ prices on copper rivets have also advanced, but as 
yet this advance has not been reflected in the jobbers’ quotations, 
although it undoubtedly will be shortly. Lawn mower manufactur- 
ers have announced that prices for the next year will remain the 


same as this. 


That the dealers are not as yet doing any material volume of buy- 
ing for their fall needs is not causing any worry among the jobbers 
for they have become rather used to the dealers’ hand-to-mouth 


buying policies. Dealers’ 
are coming in good quantity. 


stocks are low and replacement orders 


Building construction is enjoying a little spurt and consequently 
the demand for materials is a little more active and prices are some- 


what stiffer. 


Builders’ hardware sales, on the other hand, 


show a 


slight decrease, although they are still satisfactorily good. 


Collections are fairly good. 


AUTOMOBILE ACCESSORIES.—The 
recent reductions of 12% to 20 per cent 
in tire manufacturers’ prices are now 
reflected in jobbers prices on tires and | 


tubes. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 


Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 58c. each; lots of 
see 56c. <A. C. Special Ford, 44e. 


ea 
“Spot Light. 


$6 

Jacks.—National Standard, No. 21, 
$1.20 each. 

on —hose, 1% in. 
$1.5 

Chaine.—Non- skid, dozen pair lots, 
33% per cent discount. 

Tires and Tubes.——30 x 3%, over- 
size cord tires, $10.50 each: regular 
cord, $7.45 each: gray inner tubes, 
30 x 3%, $1.30 each: red inner tubes, 
40 x 3%. $1.75 each. 

BOLTS AND NUTS.—There is a satis- 
factory volume of business being placed. 
Prices are firm. 

We quote from 
fob, Chicago: (Carriage bolts, cut 
thread, 45-5 per cent discount; small 
arriage bolts, rolled thread, 50-5 per 
ent discount: machine bolts cut 
thread, 50-5 per cent discount; small 
machine bolts, rolled thread, 50-10-5 
per cent discount: all stove bolts, 
75-5 per cent discount; lag screws, 
if per cent discount, 

BUILDERS’ HARDWARE. 
a noticeable tapering off in the volume 
of orders, but business is still fairly 
rood. 


We quote from 
fob, Chicago: 3% x 


Anderson, No. 3280, 


cvlinder, 


jobbers’ stocks, 


jobbers’ stocks, 
34% steel butts, 


old copper and dull brass finish, $2.40 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 


heavy steel bevel in- 
per doz.; steel bit- 
$1.65 per set; 
front door 
front 


per doz, pair; 

side sets, $6.25 

keyed front doer sets, 

wrought brass bit-keyed 

sets, $3.25 per set; cylinder 

door sets, $7.50 per set. 
CHAINS.—-Sales continue to be good. 
Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: % in. proof coil 
chains. $8.50 per 100 Ib.; Henso, Bull 
Dog and Brown coll chains, 50-10 per 
cent discount. No. 00 “4% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Manufacturers have advanced prices 
and the change will shortly be reflected 
in jobbers’ prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—The demand continues steady 
and prices are still at the low basis 


ruling since the opening of the season. 


~There is. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage single bead 
lap joint gutter, 5 in., $4.50 per 100 
ft.; corrugated conductor pipe, 3 in., 
$4.80 per 100 ft.; plain ridge roll, 1% 
in., $4 per 100 ft.; corrugated con- 
ductor ellow, 3 in., $1.51 per dozen 


ELECTRICAL AND RADIO MER- 
CHANDISE.—No price changes. The 
demand for fans has been poor, due 
to the cool weather, but have 
greatly stimulated by the 


| spell. 











| with 
‘turers of tubs seeking additional busi- 
| ness have offered a slight reduction 
‘in prices, which is being immediately 








been | 
recent hot 


We quote fr. jobbers’ stocks, 
f.o.b. Chicago: 
Electrical Merchandise. No. .14 


rubber covered wire, $7.50 per 1000 
ft.; in 1000 ft. lots, $7.25; No. 18 lamp 
cords, $14.25 per 1000 ft.; in 1000 ft. 
lots, $13.65; % in. brush brass key 
sockets, 15%c. each; two-way plugs, 
45c. each; in lots of 10, 40c. each: 
two-piece attachment plugs, 12c 
each; dry oom, boxes of 50, 32c. each: 
less than case lots, 36c. each. 

Radio Supplies.—Radio B batterie 
No. 766, $1.40 each; No. 767, $2.6: 
each; No. 770, $3.33; each; No. 772, 
$2.62 each; No. 486, $3.85 each. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each, net. 

Loud Speakers.—Western Electric, 
No. 522W, $2.50 list. Discount, 30 
per cent. 


FIELD FENCE.—There is a fair de- 
mand and prices remain firm. 


We quote stocks, 
f.o.b. Chicago: 
100 rods: 1948-6-14%, 
rods; °2158-6-141%, $48.98 per 

FILES.—A satisfactory volume of 
business is reported. Prices are firm. 

We quote from jobbers’ stocks, 
f.e.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 

FISHING TACKLE.—The large sea- 
sonal demand for all kinds of tackle 
is holding up well. 

GALVANIZED WARE.—The harvest 
time demand for pails is very good, 
dealers’ stocks low. Manufac- 


from jobbers’ 

726-612%, $28.68 per 
$43.62 per 100 
100 yds. 


passed on by the jobbers. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.00; No. 2, 
$6.85; No. 3, $8.00; 10-qt. galvanized 
after-made pails, $2.12: 12-qt., $2.33: 

14-qt., $2.60; 5-gal. galvanized oil 
‘cans, galvanized breast, $7.25 a dozen: 

1 bu. galvanized baskets, $6.20 dozen. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Sales have dropped off con- 
siderably, due to the recent heavy rains 
through most of the territory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago’ Garden hose, good 
quality, molded hose, ™% in., 12\4c 
per ft.: % in., 14%c. per ft.: 5 ply. 
good quality, wrapped, ™% iIn., 9%e 
per ft.: % in., 1%c per ft. Lawn 
sprinklers, Rain King, $28 doz.; orig- 
inal fountain sprinklers, $8 dozen: 
Rainbow, 38 in. high, $24 dozen. 


GLASS AND PUTTY.—As is usual, 
glass sales are rather quiet at present, 
preceding the fall rush. 


We quote stocks, 


from jobbers’ 

f.o.b. Chicago: Single strength A, 25 
in. bracket, 85 per cent discount: 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis 
count: double strength A, all sizes, 
82 per cent discount; double strength 
Bh, up to 4 in., &7 per cent discount 
balance, &5 per cent. Putty, pure 
vrades, $3.75 per 100 Ib.: commercial, 
$23.40 per 100° Ib. 


HATCHETS.—The demand is moderate, 
and prices are without prospect of early 
change. 


We quote 
f.o.b. Chicago: 
No, 2 shingling, $12.50 doz. ; 


from jobbers’ stocks, 
First quality hatchets, 
first qual 
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ity hatchets, No. 2 broad, $16.40 doz. 
medium quality hatchets, No. : 


shingling, $8 dozen; medium comity 
hatchets, No. 2 broad, $12.50 dozen. 


HANDLED HAMMERS.—Sales are 
quite active and prices show no ten- 
dency of change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nail hammers, $12 dozen; Maydole, 


machined ham- 
$9.20 doz.; Com- 
nail hammers, 


$12.60 dozen; 10 oz. 
mers, first quality, 
petitive grade, 16 oz. 


$6 to 
HANDLES, AGRICULTURAL.—The 
demand is about normal for this time 


of the year. Prices are unchanged. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. ‘aight- 


chucked and bored, best grade, 4, 
ft., $4.50 doz., 5 ft., $5.50 doz.; XX, 
4%4 ft., $4 doz.; 5 ft., $4.8 Se 
4% ft., $2.40 doz.; 5 ft., $2. 80 doz. 

Hay Fork Handiles.—Bent chucked 
and bored, best grade, ay! — 
ferrule and cap, 4% ft., $7.50 doz.; 
5 ft., $8.50 doz.; ‘: be nt, be strap, 
ferrule and cap, $5.50 doz., 4% 
ft., $5.75 doz.; XX, be nt, 1% ft., 
doz.; 5 ft., $5.50 doz. : x, bent, 4, _ 
3 doz.; 5 ft., $3.40 doz. 

Manure Fork Handies.—Bent, best 
grade, 4 ft., $4.75 doz.; 4% ft., $5.10 
doz.; XX, bent, 4 ft., $4.15 doz.; 4% 

$4.40 doz.; bent, 4 ft., $2.60 doz., 
4% ft., $2.95 doz. 

Garden Hoe Handiles.—XX, 4% ft., 
$3.45 doz.; X, 4% ft., $2.40 doz. 

Garden Rake Handles. —XX, 514 ft., 
$5.25 doz.; X, 5% ft., $3.25 doz. 

wie Handles. —Regular pattern, 


XX, 4% $5.90 doz.; X, 4% ft., $3.90 
doz. ; D heed ny best grade, $7.95 doz.; 
xX grade, $6 doz. 


handles, best 


Spade Handles.—D 
grade, $6 


grade, $7.75 doz.: medium 
doz. 


HANDLES, TOOL.—Prices remain un- 
changed and sales are in good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory. $4 
doz.; No. 2, $3 doz.; second growth 
hickorv $5 doz.: finest selected sec- 
ond growth hickory, $6.50 doz. 
_Hatchet and Hammer Handiles.— 
No. 1, 90c. doz.; finest second growth 


hickory, $1.80 doz. 

HINGES.—Sales are satisfactory and 

there is no further change in prices. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Heavy strap hinges in 
bundles, 4 in., 90c.; 5 in., $1.24: 6 in., 
1.50; 8 in., $2.52; 10 in., $3.87 per doz. 
pairs; extra heavy T hinges, in bun- 
dies, 4 in., $1.40; 5 in., $1.46: 6 in., 
$1.84; 8 in., $3.14; 10 in., $4.47 per doz. 
pairs. 

ICE CREAM FREEZERS.—tThere is a 

steady improvement in the volume of 

sales, due to real summer weather. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: White Mountain, 
$4.80 list; 2 qat., $5.60 list: 3 qt., 75 
list; 4 qt., "$8.2 5 list; 6 qat., $10.45 list: 
§ qt., $13. 40 list: 10 qt., $17.90 list; 1 
qt., $21.50 list; 15 qt., $25.60 list: 2 
qt., $33.20 list; 5 qt., $42.60 list. 
Arctic, 1 qt., $ ; 2 qt., $4.60 list; 
3 qt., $5.45 list; 4 a $6.80 list: 6 qt., 
$8.60 list; 8 qt., $11.10 list. All the 
above less 50 per cent discount. 
Alaska, 1 qt., $2.95: 2 qt., $3.45 list; 
3 qt., $4.10 list; 4 qt., $4 list; 
$6.30 list; 8 qt., $8.20 list; 10 at., 
list; 12 qt., $14 list; 15 qt., $17 list: 
20 qt., $21.50 list. A discount of 20 
and 10 per cent on all above prices. 
Acme, 2 qt., galv., $8 doz.; 2 at., 
enamel, $10 per doz.; 4 qt., 
$18 per doz. Above prices are net. 


LAWN MOWERS.—The current selling 
season is about over. Manufacturers 
have announced that next year’s prices 
will be the same as this. 


We quote from jobbers’ 
f.o.b. Chicago: 
Lawn Mowers.—16 in. 


S ts. 


stocks, 


ball bearing, 


5-knife, 11 in. wheels, $12.35 each: 16 
in. ball bearing, 4-knife, 10% in. 
wheels, $10 each; 16 in., plain bear- 
ing. 4-knife, 10% in. wheels, $8.65 
each: 16 in., ball bearing, 4-knife, 
9 in. wheels, $7.85 each; 16 in., plain 


| 
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4-knife, 9 in. Wheels, $7.35 
ball bearing, 4-knife, 5 
in. wheels, $8 each; 16 in., plain bear- 
ing, 3-knife, 8 in. wheels, $5.85 each. 


NAILS.—The small-lot demand is very 
active, with quantity orders in normal 
volume, the season considered. 

from jobbers’ stocks, 


bearing, 
each; 16 in. 


We quote 
f.o.b. Chicago: 

Common wire and cement-coated 
nails, $3.05 per keg base. 


OIL STOVES.—There is a steady in- 
crease in sales, now that the hot 
weather has arrived at last. 


Oil Cook Stoves 


PERFECTION— 
No. a2 ee 
a, ae. en. . 26 o cob Silke beet 22. 50 
NO. FE © BUM Bc cc cccvervcccsse See 
n,n a es 6 nun ee ee edus 39.50 


Perfection dealers’ discount, 30 and 

5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 


a eee ck aw en $17.50 
J 8 eer 22.50 
eT SO 2850 

Puritan discounts same as Perfec- 
tion. 

NESCO— 
reer $9.50 
Pe, BE Be MUIOED. cc cccccvscces 17.35 
es See ae Is occ ccccsssees 22.00 
a ee oo D, .o ceneceeeene 28.00 
iy Ce) Oe ss. a 0 ss bing 000% 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 

With vitreous enameled stove tops 
and splash backs 
ROO. Bee BS BMMOERs<ccccvccocuves $35.50 
INO. BOG © DBUPUOTR. cc ccccccecses 44.50 
Nesco dealer’s discount, 30 and 5 


per cent. 
Oil Ranges 
Nesco Rolo, 5 burners and oven.$90.00 
Dealers’ discount 30 and 5 per cent. 
Ovens 


No. 211 1 burner plain door...... $2.50 
No. 211G 1 burner glass door.... 2.70 


No. 121G 1 burner glass door.... 4.90 
No. 112G 2 burners glass door... 6.00 
Serer 6.15 


Dealers’ discount, on 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 

PURITAN— 
No. 42G 2 burners glass door...$5.50 

Dealers’ discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 
cent. 

NESCO— 
No. 65 1 burner solid door...... $2.00 
No. 5 1 burner glass door........ 2.15 
No. 010 1 burner solid door...... 3.50 
No. 10 1 burner glass door...... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass dgor..... 4.50 
No. 030 2 burners solid door... 4.90 
No. 30 2 burners glass door..... 5.20 


De alers’ discount, 30 and 5 per cent. 
Water Heaters 
Pertection MO. GiB. .é-ccccccces $40.00 
Perfection No. 421.......c.cccs 80.00 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 

10, 30 per cent. 


Wicks, Etc. 
Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 


and “48 per gross. 
Discounts same as on oil cook 
stoves, ovens and heaters. 
PAINTS AND OILS.—tThere is a 3- 


cent drop in turpentine prices this week. 
Other prices are unchanged. 


We quote from jobbers’ 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 95c. 
per gal.: 5 barrel lots, 92c. per gal. 

Linseed Oil.—Boiled, barrel lots. 
98c. per gal.: 5-barrel lots, 95c. per 
gal. 
* taeeceiaeaaen .—Barrel 


stocks, 


lots, 9%5c. per 
fa 

Denatured Alcohol. — Barrel lots, 
fc. per gal.; steel drums extra, $6, 
returnable. 

White Lead.—100 Ib. kegs, $14: 500 
Ib. lots less 10 per cent: 50 Ib. kegs, 
$7.25; 25 Ib. kegs, $3.65; 12 lb. kegs, 
$1.85. 

Shellac.—(4% Ib. cuts) white. $2.60 
per gal.: orange, $2.30 per gal. 

English Venetian Red.—-In barrels, 
3.50 to $6.75 per 100 15, 
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Dry Paste.—Barrel lots, flee. per 


lb. 


ROPE.—Sales have taken a decided in- 


crease since the recent price change 
on Manila rope. Prices are now set for 
the period ending Sept. 1. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, stand- 
ard brands, 22\4c. to 23c. per Ib.; No. 

2 manila, 21%c. per lb.; No. 1 sisal, 
15%c. per lb.; No. 2 sisal, 1l4'2c 
per | 
SASH CORD.—tThere is a rather active 
demand and prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$7.75 per doz. hanks; No. 8, $8.85 per 
doz. hanks. 

SASH PULLEYS.—tThere is a satisfac- 
tory demand and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz. Common 
Sense, 2 in., 60c. doz.; barrels, 54c. 
doz.; No. 105, 52c. doz.; barrels, 4c. 
doz. 

SCREEN DOORS AND WINDOW 
SCREENS.—Sales are holding up well 
with the advent of real hot weather. 

We quote from jobbers’ stocks, 
f.o.b., Chicago: Screen Doors: No. 
266, 2 -8 x 6-8, $20.35 doz.; No. 296, 

2-8 x 6-8, $24.55 doz.; No. 311, 2 J-$ X 
6-8, $29. 20 doz. Window Screens: No. 
1833, $4.35 doz.; No. 2433, $5.20 doz. 

SCREWS.—Prices are unchanged and 


sales are fully normal. 


We quote from_ jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 77%-20-10 per cent new list: 


round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass, 
72%%-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 
SOLDER AND BABBITT METAL.— 
There is a good volume of sales. Prices 
show a stronger tendency. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sold- 
er, $42 per 100 Ilb.; medium, 45-00 
solder, $41 per 100 lIb.; tinners’ 40-60) 
solder, $40 per 100 Ilb.; high speed 
babbitt metal, $20 per 100 lb.; stand- 


ard No. 4 babbitt metal, $13 per 100 


STEEL SHEETS.—tThere is a fair 
amount of business and prices are un- 
changed. 

We quote from 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 Ib.: 2S-gage 
black sheets, $4.25 per 10 Ib. 


WIRE PRODUCTS.—There is a good 
active demand. 
We quote 


jobbers’ stocks, 


from jobbers’ stocks, 
f.o.b. Chicago: Wire staples, No. 8 
black annealed wire, $3.05 per 100 
lb.; No. 9 galvanized plain wire, $3.50 
per 100 lb.; catch weight spool gal- 
vanized cattle or hog wire, $3.75 per 
100 Ib.; 80 rod spool of galvanized hog 
wire, $3.2 5 per spool. Polished fence 
staples, $3. 50 per 100 lb. Wire cloth, 
black, 12-mesh, $1.75 per 100 sq. ft.; 
galvanized, 12-mesh, $2.00 per 100 sq. 
ft.: bronze, 14-mesh, $5.75 per 100 sq. 
ft. 


Galvanized Poultry Netting.—5i%2-5 
per cent discount; galv anized after- 
made poultry netting, 52%-5 per cent 
discount. 


WRENCHES.—Prices are unchanged 
and sales are satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10 per cent 
discount off new list: Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
electrical set, $4; No. 191 Master 
Service Set, $15.20: No. 202 Heavy 
Set, $8.80; No. 303 Ford Master Serv- 
ice Set, $14.85: No. 404 Universal 


Socket Set, $8.75: No. 505B Screw 
Driver Set, $3.40: No. 900 Square 
Socket Set, $3.70. All Snap-on 


Wrenches less 410 per cent discount. 
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47 


Midsummer Trade Fairly Active in North- 
west Territory—Collections Slow 


(Minneapolis office of HARDWARE AGE) 


HE period of midsummer quiet still continues over the North- 


west tributary to the Twin Cities. 


Even at that, some of the 


dealers in the larger cities are reporting better business than 


they experienced during June. 


There are sections of this territory where the crops are fairly 


good. 


In other sections, however, 


it is thought that the returns 


will be very disappointing. Some parts of North Dakota report 


crops are far under the average for this time of year. 


Corn, in 


general, is looking good, and the extreme hot weather is driving it 


forward at a rapid pace. 
ready to cut. 


Small grains in some sections are nearly 
This indicates that the season is rapidly advancing 


and that crop results will be determined within a few weeks. 
Collections are rather slow in all parts of the territory, but par- 


ticularly in the larger cities. 


Jobbers in some instances state that 


their country collections are very satisfactory. 


Prices are steady and firm all down the line. 


Very few indica- 


tions of changes are to be found and about the only alteration in 
prices as shown in this letter is on solder. 


AXES.—Sales are normal for this time 
of the year, with ample stocks to meet 
the demand. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50 
per dozen net. 


BOLTS.—Call is fair, with stocks well 
assorted. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
47144 per cent; machine bolts at 50-5 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 


lists. 
BRADS.—Demand is slightly better 


than in June. Building is slowly being 
resumed. Prices show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from list. 


BUILDERS’ HARDWARE.—There is a 
steady, though not heavy, demand 
for finishing hardware. Building per- 
mits in the larger cities are behind 
last year’s totals to some extent, though 
the past week has shown some gain in 
this respect. Small-home building on 
the outskirts of the larger cities is the 
most active. It is expected that there 
will be gains in this industry with the 
beginning of fall. 


CARPET SWEEPERS.—Call is fair, 
with stocks well filled. Prices show 


no changes. 


We «quote from 
f.o.b. Twin Cities: 

Carpet Sweepers, American Queen, 
$54 per dozen; Elite, $60 per dozen; 
Grand Rapids, nickeled, 15 in., $48 
per doz.: same jap., 17 in., $60 per 
doz.; Parlor Queen, $56 per dozen; 
Princess, $50 per dozen; Universal 
nickeled, $46 per dozen, and jap., $42 
per dozen. 

Toy Sweepers, Little Gem (3 and 6 
doz. cartons), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10, and Junior, 
1 dozen cartons, $16 per dozen. Little 
Helper, $2 per dozen. 


CHURNS.—Demand is_ steady, with 
stocks well filled. Prices have not 
changed. 


jobbers’ stocks, 








We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 35 per cent from list. 


EAVES TROUGH CONDUCTOR PIPE 


AND ELBOWS.—Demand is fairly 
good, with ample stocks. New work is 
furnishing some volume, and repair 


work is being pushed. Prices show no 


changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities; Slip joint, single 
bead, 28 ga. ae 8 ‘trough at $5.50 per 
100 ft.; 28 ga. 3 in. conductor pipe at 
$5.40 per 100° ft. and 28 ga. 3 in. el- 
bows at $1.73 per dozen net. 


FIELD FENCE.—Call for field fence is 
fair. Farmers are getting into haying 
and harvest, and are easing off on other 
work around their property. Stocks are 


well filled and prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 12% ga. intermediate type 
of fence at $30.04 per 100 rods, with 
other sizes and weights in proportion. 


FILES.—Demand is steady and fairly 


good. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Sales of gal- 
vanized ware are normal. Sprinkling 
cans are in good demand. Pails and 
tubs are selling fairly well. Stocks are 
being kept assorted, with prices firm as 


quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. Z 
gor tubs at $7.50; No. 2, $8.25 
No. 3, $9.45; heavy tubs, No. 1, $12.60: 
No. 3 $13. 80; No. 3, $15; standard 10 
qt. pails, $2.70; 12 qt., $3.05; 15 qt.. 
$3.40; stock pails, 16 qt., $5, and 18 
qt., $5.50 per dozen net 


GLASS AND PUTTY.—Demand is 
light at present. Dealers are begin- 
ning to plan their orders for the fall 


demand. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and strictly 
pure putty in 50-lb. drums at $4.85 
cwt., net. 














| after 
| Stocks are ample for the present call, 


HAMMERS AND HATCHETS.—Small 
tools are selling fairly well, but it is 
expected that there will be a better de- 
mand with the resumption of building 
the heat of summer is past. 


with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb a. HF - 
81, $12; Riverside, No. 611! $12; 
Plumb Broad, No. 2 hatchet, “$16. 10: 
No. 2 shingling, $12.50; No. 2 claw, 


$13.75 per dozen net. 
HOSE.—Call for lawn hose is showing 
some increase with the hot dry weather 
at present. Stocks have been drawn on 
heavily and dealers have reordered to 
fill the demand. Prices are steady and 
firm. 

We quote from 
f.o.b. Twin Cities: 
in., 3 ply, $8.25; y e107 % in., 5 ply, 
$9.50; % in., 5 p $10.75; Good Luck, 
54 in., 6 ply. sf 75" Bull Dog, % in., 
7 ply, $14; Riverside, molded, % in., 
black, $14; % in., $12. 50; red, % in., 
$14. 50; 54 in., $14 per 100 ft. net. 


ICE CREAM FREEZERS.—Demand is 
very good in this line. Stocks are well 
filled and dealers are making the most 
of the opportunity to sell freezers. 
Prices are steady as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Alaska Freezers—1 qt., $2.95 each; 
2 qt.. $3.45 each; 3 qt., $4.10 each: 4 
qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each: 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

Alaska oo. ae Freezers.- 
3.35 each; 2 $3.90 each: 
$4.65 each; 4 > Se 70 each; 6 qt., 
$7.25 each: 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 qt., 


jobbers’ stocks, 
Competition, 4 


~1 qt., 
3 qt., 


$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each: 8 at., 


and 10 qt., $18 each. 
These are list prices and are subject 
to a dealers’ discount of 50 per a 
Auto- Nie gg! Freezers. — ie 
$3.33 net: No. $4 net; No. $5 Fr 
net, and No. ” $6.67 net. These net 
prices to dealers show a discount of 
3’ per cent off list. 
Acme Freezers.—Bright. 
tapered, 2 qt., $8 per dozen: same 
size, enameled-galvanized, $10 per 
dozen: 4 qt. size, enameled- galvan- 
ized, $18 per denen, and 1 qt. size, 
Junior, enameled, $4.80 per dozen. 
These are net prices to dealers. 
Arctic Freezers.—1 qt., $4: 2 = 
$4.60; 3 qt., $5.55; 4 qt., $6.80: 6 qt., 
$8.60: 8 qt., $11.10: 10 qt., $14.80: 12 
qt., $16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ dis- 
count of 50 per cent off this list. 


$13.50 each: 


galvanized, 


| LANTERNS.—Call is at a low point 


'for lanterns. 


Stocks are being graded 


| accordingly, with prices unchanged. 


| 











| spring orders. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, $13 per doz. 
net. 

LAWN MOWERS.—Trade is _ still 
good for lawn mowers. Dealers are 


specify for their next 
Prices are unchanged. 
jobbers’ stocks, 


beginning to 


We quote from 
f.o.b. Twin Cities: Philadelphia stvles 
A and C _—— at 35-5 per cent: 
Style E, 40-5 per cent: style K, 35 








4% 


and Riverside vall bearing, 


net. 


cent, 
each, 


per 
$8.75 


MILK CANS. 
milk cans in this territory. 


—Sales are very good for 
Stocks are 


kept well assorted and prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5 gallon 
milk cans at $2.65 each; 8 gal. at $3.15 
each, and 10 gal. at $3.25 each, net. 


NAILS.—Demand for nails is steady, 
though not very heavy, at present. 
Stocks in dealers’ hands are being held 
at the minimum, Prices show no 
changes. 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nalis ‘at $2. 40 keg, base. 


PAINTS AND WHITE LEAD.—Sales 
are fair, though painting is not being 
pushed during the insect season. Vol- 
ume of paint sales is showing up well 
for the entire district, however. 
are ample, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gallon, in 1 gallon 
cans, and white lead in 100 lb. con- 
tainers at $13.84 


PAPER.—Demand is even, though not 
particularly heavy. Stocks are well 
filled, with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin, build- 
ing paper in 20, 25 and 20 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 


PUMPS.—tThere is growing demand for 
water supply systems in the Northwest, 
and pumps are selling 
Dealers are beginning to realize the 
market that there is in this line. Stocks 
are kept well assorted; prices are steady 
and firm. 
We 


f.o.b. 
plain 


cwt., net. 


quote from jobbers’ stocks, 
Twin Cities: Deming, No. 440 
spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable’ stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
, 6-in. stroke, $4.25: No. 182 hand 

6-in. stroke, 6 ft. set length, 
$5.25 each, net. 


PYREX OVEN WAR E—Demand is | 
rather light for goods of this descrip- | 


tion, with stocks well assorted. Prices 


have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 633 casseroles, $1.17; No. 
209 pie plates, 50c.; No. 210 pie plates, 
67c.: No. 212 bread pans, 60c.; No. 
231 utility pans, 67c.; No. 12 tea pots, 
$1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each, net. 


REGISTERS.— Demand is not heavy at 
present, but stocks are well filled. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought Steel reg- 
isters at 40 per cent from lists. 


ROPE.—Call for rope is normal, with | 


There is a fair 
Prices are 


stocks well assorted. 
demand for haying rope. 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24%c. Ib., base, and best 
grade sisal rope at 18c. per Ib., base. 


SANDPAPER.—Sales are fair, with 
ample stocks in dealers’ hands. Prices 


show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream; second 


| No. 1, 


SASH CORD AND WEIGHTS.—De- | 
mand is not heavy at present, with | 


HARDWARE AGE 


grade No. 1, $6 per ream, and garnet, 
$16.50 per ream. 


stocks well filled. Prices have not 


changed. 


quote from jobbers’ stocks, 
Twin Cities: Best grade sash 
and second grade at 
weights at 


We 
f.o.b. 
cord at 73c. Ib. 
374%4c. 1b.; cast iron sash 
$2.10 cwt., net. 


SCREEN DOORS AND WINDOWS.— 


Sales are showing up well in this line. 





Stocks | 


fairly well. | 


| If she goes up in the air— 


|| Condensor. 
| If she wants’7 chocolates— 
Feeder. 
If she sings inharmoniously— 
Tuner. 
If she is in the country— 
Telegrapher. 
If she is a poor cook—Dis- 
charger. ' 
If her dress unhooks—Con- 
nector. 





Treating Woman 
Electrically 


When a woman is sulky and 
will not speak—Exciter. 

If she gets too excited—Con- 
| troller. 
| If she talks too long—Inter- 
rupter. 

If her way of thinking is not 
yours—Converter. 

If she is willing to come half 
way—Meter. 

If she will come all the way— 
Receiver. 

If she waits to go further— 
Conductor. 

If she would go further—Dis- 
patcher. 

If she wants to be an angel— 
Transformer. 

If you think she is picking 
your pockets.—Detector. 

If she proves your fears are 
wrong—Compensator. 





If she eats too much—Reducer. 
If she is wrong—Rectifier. 
If her fingers and toes are cold 





— Heater. 
If she gossips too much— 

Regulator. 
| If she fumes and sputters— 

| Insulator. 


If she become upset—Reverser. 
| —Dual Service Bulletin. 











_Stocks are still in good condition, with 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Common screen 
doors, 2-8 x 6-8, $1.63 each; fancy, 
2-8 x 6-8, $2.44 each; Sherwood ad- 
justable window screens, 24 in., $6.40 
and Wabash extension, 24 in., $5.20 
per dozen, net. 


SCREWS.—Demand is fair, with stocks 
| kept well assorted. Prices show no 
changes. 


| We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
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wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head, blued, 77%4-10 per cent; 
flat head, brass, 77%-10 per cent; 
— head brass, 75-10 per cent from 
sts. 


SNATHS.—Call is even and fair. 

Stocks are ample, with prices steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Scythe snaths No. 


50 at $13.20 and bush snaths at $16 
per dozen, net. 


| SOLDER.—tThere is a fair demand for 


solder, with stocks well filled. Prices 


are slightly higher. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 41%c. Ib., and 


strictly half and half solder at 40%c. 
lb., net. 


| STEEL SHEETS.—Call is steady, and 


_with a fairly good volume. 








' still very good. 


Stocks are 
well assorted and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.60 cwt., base (28 ga.) and 
black steel sheets at $4.35 cwt., base. 


TIN.—Sales are steady, and with a fair 
volume. Stocks are ample, with prices 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL, 
20 x 28 tin at $14.50, and IC, 20 x 28, 
4 lb. coating roofing tin at $15.25 per 

ox. 


TORCHES.—Sales are totaling well, 
with stocks ample for the call. There 
is no change in prices. 


We uote from jobbers’ stocks, 
f.o.b. win Cities: “Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 


$6.53; No. 47, qt., $7.08: No. 48. _ 7 
7.48; No. 49, qt., $8.54; No. 52, qt., 
(flat), $6.96 eac Turner Standard 
ine, o. 8, aqt., ’ $5.33: No. 14, at., 
$5.76: No. 22, at., $6.53; No. 30, qt., 
$6.91; No. 38, qt., $5.76; No. 39, qt., 
pet No. , at., $6.79: No. 93, at., 
7.42; No. 105, qt., $4.88; ne a qt; 
$5.25 each. urner firep 

$7.2 No. 6 7.97 Sag 86, S10. 


0: 3, - 
76, $7.13; No. 34, $8.67 each, nat 


WHEELBARROWS.—D e mand is 
steady, with sales showing a fairly good 
total. Stocks are kept well balanced, 
though light in dealers’ hands. Prices 
have not changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: Barrel tray, 
bolted wheelbarrow, $37 doz.; No. 2, 
tubular, $7.33 each, and No. 1 garden 
barrows, $6.25 each, net. 


WIRE CLOTH.—Call for wire cloth is 
Dealers are keeping 
up their assortments with small re- 
orders from the jobbers. Prices show 


no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted wire 
cloth, 12 x 12 mesh, $1.90 per 100 sq. 
ft., base; alumina, 12 x 12 mesh, $2.35 
base; galvanized, 14 x 


stocks, 
fully 


per 100 sq. ft., 

14 mesh, $2.70 per 100 sq. ft., base, 
and 16 x 16 mesh, $3.10 per 100 sq. 
ft., base. 


WIRE.—Fence wire is still selling at a 
fair rate. Smooth wire for other pur- 
is moving rather sluggishly. 


| poses 
Stocks are well filled. Prices show no 
changes. 
We quote from jobbers’ stocks, 





f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
wire at $3.22 per 80-rod spool; 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43. 
per 80-rod spool; smooth black wire 
No. 9, $3.25 cwt.; and galvanized 
smooth wire No. 9, $3.70 cwt. 
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Hardware Trade Active in Boston— 
Retailers Optimistic Over Outlook 


(Boston office of HARDWARE AGE) 


yet collectively they are encouraging. There are some of | 


‘yet co reports by New England retail hardware dealers vary, 


them doing a much better business than a year ago, others who. 
are doing a little better, while still others are just about breaking joying themselves thoroughly these hot 
One hears only occasionally of stores where sales are run- 
All classes of hardware are being absorbed | 
by the public, but naturally seasonable goods are leading in activity. | 
Particular stress is put on the fact that certain seasonable merchan- 
dise, such as screens and doors, heretofore evincing little life, are 
now selling freely, consequently it has been necessary for many 
It has now been determined by a 
majority of retail dealers that business the first six months of 1926 
was just about on a par with that for the corresponding period last 
year, the late start this spring notwithstanding. 

Retailers generally take an optimistic view of the last half of 
1926. New England’s fundamental industries—the textile and shoe 
—are slowly yet gradually getting on their feet once more, and towns 
in which mills are located are enjoying greater prosperity. To be 
sure there has been some falling off in the building industrv in this 
territory, but losses in builders’ hardware sales apparently are being 
offset by increases in other lines. 
New England States is well in advance of 1925, indicating prosperity 
There is plenty of money in banks and bankers 


even. 
ning behind last year. 


retail dealers to order goods. 


among workers. 


are anxious to loan it out to legitimate business. 
situation is sound, particularly in the wholsale hardware market. 


BOTTLES.—Bottles are moving more 
freely in a retail way, but jobbers re- 
port little if any increase in sales. 


We quote from Boston jobbers’ 
stocks: 

Bottles. — Vacuum, brown, pints, 
$1.50 each list; Black, pints, $1.50; 
Green, half-pints, $1.50, pints, $1.75, 
quarts, $2.75. Nickel plated, b»lain, 
pints, $2.75; quarts, $4. Corruyated, 
nickel plated, pints, $2.25; quarts, 
3.25. 


Discount—25 and 10 per cent. 
BUTTS AND HINGES.—One of the 
leading New England manufacturers of 
butts and hinges has reduced prices ap- 
proximately 10 per cent. Competition 
for business in such merchandise is re- 
ported as very keen. 


CLAM DIGGERS.—Although not ac- 
tive, more clam diggers have been sold 
in New England this year than in 1925. 
The current demand is good for July. 

We quote from Boston jobbers’ 
stocks: 

Clam Diggers.— Six tine, 26-in. 
handle, $14.10 per doz. net; six tine, 
extra heavy, 26-in. handle, $18.90; 
Ipswich pattern, four tine, riveted, 
$12.56. 

CUTTING TOOLS.—Following a brief 
period of inactivity, presumably 
brought about by many New England 
metal working plants closing for re- 
pairs and other reasons, the market for 
cutting tools is growing more active 
every day. 


We quote from Boston jobbers’ 
stocks: 

Driltls.—Carbor sizes up to 1%-in., 
tapered, and straight shank, 50 and 
10 per cent discount; bit stock drills, 


60 per cent discount; center drills, 65 


| for the year established during the past 





Automobile registration in the 


The general credit 





per cent discount; drills and counter- 
sinks combined, 20 per cent discount; 
ratchet drills, 30 per cent discount; 
wood boring brace bits, 50 per cent 
discount; high speed drills, straight 
shank, 3-64 to 5-32 in., 65 and 5 per 
cent discount; 11-64 to 7.32 in., 50 
and 10 per cent discount; 15-64 to % 
in., 40 and 10 per cent; taper, sizes 
up to 1% in., inclusive, 40 and 10 per 
cent discount; 1 33-64 in. and larger, 
40 per cent; letter and number sizes 
40 and 10 per cent; electricians’ drills, 
10 per cent discount. 

Reamers.—Bit stock, 20 per cent 
discount; bright square and ; ; 
standard makes, 65 per cent dis- 
count; checking, 25 per cent discount; 
tapered pins, 40 per cent discount; 
escutcheon pins, 45 per cent dis- 
count; small fluted rose and socket 
reamers, 20 per cent discount. 


FANS.—With new high temperatures 


week, the public demand for electric 
fans has increased noticably. 


We quote from Boston jobbers’ 
stocks: 

Fans.—Electric, Polar Cub, Junior, 
6-in., in lots of less than 12, $3 
each, net; 12 or more, $2.85; 8-in., 
less than 12, $3.20; 12 or more, $3. 
Senior, oscillating, 10-in., less than 
$6, $7 each; six or more, $6.64; sta- 
tionary, less than six, $4.60; six or 
more, $4.35. 


FLOATS.—The hot weather also has 
materially improved the demand for 
floats. Every available beach along 
New England shores is crowded with 
swimmers, both old and young, and as 
many are unable to swim they buy and 
use floats as a precaution against 
drowning. 


We quote from Boston jobbers’ 
stocks: 





Floats.—Torpedo, large, No. 15, $10 
per doz. net; Junior, No. 14, $8. 


| FLY PAPER.—Mr. and Mrs. Fly, who 


found it tough going earlier in the sea- 
son because of the cool nights, are en- 


days. Free advertising by manufac- 
turers of fly papers, sprays, etc., have 
materially helped in awakening the 
public necessity of combating the fly 
family, consequently retail hardware 
dealers are doing a good business in all 
kinds of exterminators. 


We quote from Boston jobbers’ 
stocks: 

Fly Paper.—8 x 14-in., $1.90 per 
carton, net; in case lots (five car- 
tons), $5. 

Sprays.—'%-pts., $4 per doz. net; 
pints, $6; quarts, ‘10; gallons, $32. 

Sprayers.—Standard makes, $2.80 
per doz. net. 

Ribbon.—In case lots (four cartons) 
$3.30 net. In less than case lots, 92c. 
per carton. 

Tree Tanglefoot.—l1-lb. can, $4.80 
per doz.; 5-lb. can, $22 per doz.; 
10-lb., $42; 25-Ib., $96. 


FREEZERS.—Weather conditions nat- 
urally have been conducive of a bigger 
public demand for freezers. This buy- 
ing is more keenly felt in retail than 
in wholesale hardware circles, because 
of the fact that a majority of retail 
dealers covered freezer requirements 
some time ago. Current buying, say 
jobbers, nevertheless is good for this 
time of the year. 


We quote from Boston jobbers’ 
stocks: 

Alaska Freezers.—1 aqt., $2.95 each; 
2 qt., $3.45 each; 3 qt., $4.10 each; 
4 qt., $5 each; 6 qt., $6.30 each; 8 qt., 
$8.20 each; 10 qt., $10.75 each; 12 qt., 
$14 each; 15 qt., $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—l qt., 
3.35 each; 2 qt., $3.90 each; 3 qt., 
$4.65 each; 4 qt., $5.75 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each: 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 at., 
$6.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; @ qt., $10.45 each; 8 qt., 
$13.50 each, and 10 qt., $18 each. 
These are list prices and are sub- 
ject to a dealer’s discount of 50 per 
cent. 

Auto-Vacuum Freezers.— No. 1 
$3.33 net; No. 2, $4 net: No. 3, $5.33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
3344 per cent off list. 

Acme Freezers. — Bright, galv., 
tapered, 2 qt., $8 per dozen, same 
size, enameled-galv., $16 per dozen: 
4 at. size, enameled-galv., $18 per 
dozen, and 1 at. size, Junior enam- 
eled, $4.80 per dozen. These are net 
prices to dealers. 

Arctic Freezers.—1 qt., $4: 2 at., 
$4.60; 3 qt., $5.55; 4 qt., $6.89: 6 qt.. 
$8.60: 8 qt., $11.10; 10 qt., $14.80; 12 
qt., $16.65; 15 qt., $23.30. These are 
list prices. Jobbers quote dealers’ 
discount of 50 per cent off this list 


GARBAGE CANS.—Retailers report a 
somewhat better call for garbage cans, 
particularly for underground kinds. 
These reports are substantiated by the 
jobbing trade here. 

We quote from Boston jobbers’ 


stocks: 
Garbage Cans.—Sexton line, undre- 


, 





ground, No. 1, 17 x 19% in., steel out- 
side, $9.50 each list; No. 2, 18 x 25 in., 
steel outside, $11.50; No. 5, 15 x 24 in. 
steel outside with cast iron top, 
$13.50; No. 6, 18 x 24 in., steel outside 
with cast iron top, $17; No. 50, 17% x 
24 in., concrete outside, cast iron top, 
$15.50: No. 60, 20% x 24 in., concrete 
outside, cast iron top, $19. 90), 


Discount 3344 per cent. 





GUNS AND AMMUNITION. —Jobbing | 
quotations on drop shot have been ad- | 
vanced slightly due to the publication | 


of new lists by manufacturers, who in 
turn have been influenced by advances 
in the pig lead market. 
Wi Boston 
stocks: 


Drop Shot.—B and larger, $3.05 per 
bag net: Boy Scout, $4.65 per case. 


HAMMOCKS 


quote trom jobbers’ 


.—Jobbers 


report stocks— 


of couch styles of hammocks as practi- | 
cally exhausted owing to a somewhat | 


however. 


We from Boston jobbers’ 


stocks: 


quote 





Hammocks.—Couch styles, standard 
makes. boxed mattresses, deep val- 
ance, khaki duck, $10 and $11 each 
net: with adjustable back rest, $13; 
green and gray duck, with back mat- 
Canopy, green and 


tress, $16 and $17. 
grav, $6 each; khaki, $4.35. Stands, 
$3 each. 


better demand the past week. They are | 
still able to supply most current wants 
of other styled hammocks, 


HANGERS.—There is a steady absorp- | 


tion of hangers in this market. 
retail trade in general is said to have 
bought considerably larger quantities 
this year than it did in 1925. 


We quote from Boston jobbers’ 
stocks: 

Hangers.—Timber or joist, No. 300, 
for 2 x 6-in. timber, 18e. each, net; 
No. 301. for 2 x S&-in. timber, 20c. 
each net: No. 302, for 2 x 10-in. tim- 
ber, 28sec. each, net; No. 403, for 2 x 
12-in. timber, S6c. each, net: No. 213, 
for 3 x S-in. timber, 23c. each, net; 
No. 214, for 3 x 10-in. timber, 3lc. 
each, net: No. 315, for 3 x 12-in,. tim- 
ber, 60c. each, net: No. 319, for 4 x 
S-in. timber, 36c. each, net; No. 320, 
for 4 x 10-in. timber, 45c. each, net; 
No. 321, for 4 x 12-in. timber, 64c. 
each, net. 

HAYING TOOLS. — Practically all 


farmers in New England have been get- 
ting in their hay the past fortnight, 
consequently retail dealers have dis- 
posed of a large quantity of haying 


The | 
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tools. It has been necessary for some 
retailers to reorder goods the past few 
days. 

We quote from Boston jobbers’ 
stocks: 

Scythes.—Little Giant, 28 to 32-in. 
and 30 to 34-in., $16 per doz. net; 
Clover Leaf, $13.50; bramble, $16.50; 
brush, $16.50. 

Snaths.—Ash, $14.50 per doz. net: 
cherry, $16.75: brush, $16. 

Scythe Stones. — found == English, 
$2.25 per doz. net; Star, $1.35; West 
End red, $1.10; Green enna, $9 
per gross: Black Diamond, No. » $15; 
(“hocolate, No. 1, $1.70 per doz. ‘Car- 
bonate, No. 188, $1.95; No. 199, $1.95. 
No, 191, $2.34. 

Forks.—Three-type, No. 34, 12-in., 
$10.08 per doz. net: No. 34's, 12-in., 
$10.44; No. 133%, 13-in., $10.44; No. 
133%, 13-in., $10.80; No. 134, 13-in., 
$10.92; No. 135, 13-in., $11.76; No. 136 
13-in., $13.92; No. 123%, 14-in., $11.04; 
No. 124, 14-in., $11.52; No. 144% 
14-in., $11.88. 

IRON AND STEEL.—It is said that | 





more iron and steel is moving out of 
jobbers’ stocks than was the case a_ 
month ago. Apparently there is a tre- | 
mendous amount of small work going 
on calling for iron and steel. The aver- | 
age order placed with jobbers, how- | 
ever, is small, but there are a large | 


i 
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number of orders being placed each 


day. 
We from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.25! 
100-lb. base; flats, $4.15; 
crete bars, $3.26%; deformed 
= bars, $3.26%; tire steel, 
4.75; 
and $10; crucible spring 
bands, $4.01% to $5; hoops, 
$6; half rounds, $4.90; ovals, 
hexagons, $3.26%; 
$3.95 to $4.45; toe calk 
Structurals, angles and 
$3.364%; plates, $3.36% to $3.59. 


quote 


con- 


$4.90: 


lron.—Refined, iron bars, $3.26%; 
best refined, $4.60; Wayne, $5.50; 
Norway iron rounds, $6.60; squares 


and flats, $7.10. 

Differentiais.—Quality, lots 
than 1000 Ib. of a size, 50c. 
lb. extra; lots of 1000 to 1999 Ib., 
extra. 


20c. 


LAMPS.—Gasoline lamps are going a 
The re- 


little better, report retailers. 


per 
plain con- 


$4.50 to 
open- -hearth spring steel, $5 

steel, $12; 
$5.50 to 


cold rolled steel, 
steel, $6; 
beams, 


of less 
per 100 


cent hot weather has driven many peo- 
ple to the seashore and country who had 
figured on remaining at home this sum- 
mer. Lamps have been needed at re- 
sorts. 


SCREENS AND DOORS. 
doors are going good in a retail way, 
and this fact is reflected to a certain 
extent in the wholesale market. 


We from Soston jobbers’ 
stocks: 

Lamps.—Gasoline, opal shade, 
each net; tan tinted shade, $7; green 
tinted shade, $7; half frosted globe, 
$6.50; Flemish brass fringe, $9; an- 
tique gold, $9.25; bracket lamps, $6.75; 
De Luxe, $14. 

Lamps. — Bryan-Mash line, 
shaped type, clear, 100 wt., 45c. 
150 «wt., 60c. Pear shaped 
white, 100 wt., 50c. Pear shaped 
type, white bowl, enameled, 100 wt., 
50c.; 1590 5 Daylight, blue 


wt., 65c. 
glass, 100 wt., 75ec. 


quote 


list: 
type, 


NAILS.—AlIl kinds of nails are selling 
retailers and con- 
sumers evidently having made up their 
minds that prices are more likely to be 


in larger volume, 


higher than lower. 


We quote from Boston jobbers’ 
stocks: 
Nails.—Wire, from store, $3.70 per 


base; from mill, in car lots, $2.70 


keg, 
less than car lots, 


per keg base; in 


$2.95. Cement coated, in count kegs, 
from mill in car lots, $2.40 per keg 
base, f.o.b. Pittsburgh; in less than 


$2.65; from store, $4.60 per 
keg base. Cut nails, from store, $4.25 
per keg base. Hardened steel floor, 
direct shipments, $8.10 per keg base; 
Western cut nails, direct shipments, 
in car lots, $3.50 per keg base, f.o.b. 


car lots, 


Pittsburgh: in less than ear Iots, 
$3.65. Tremont cut — direct ship- 
ments, $3.95 per keg, 0.5. Ware- 
ham, Mass.:; Cea” steel for 
nails, direct shipments, $7.60  f.o.b. 
Wareham. 

REFRIGERATORS. — Refrigerators 


are selling a little better, but every- 
where in the hardware trade keen com- 
petition from other retail merchants is 
felt. 


We from Boston jobbers’ 
stocks: 

Refrigerators.—Eddy line, 
less than five, 50 per cent 
Prices range from $24.50 to 
each list. 

Refrigerator Tools.——Awls, 
gross; picks, $1.58 and $6.18 


net. 


quote 


in lots of 
discount. 
$170.50 


$11 per 


per doz. 





We from Boston jobbers’ 
stocks: 
Doors.—No. 241, 
from store; /8, 
$19.82; 3/7, $20.75; 
26.88: 
. 457G, a 
$23.75; 3/7, 
$31.70 2/8, 
$36.75: No. 
$41.31: 2/10, $43.06; 8/7, 
Screens. —Competitor, 
dozen net from store: 


quote 


be $17.88 per ne. 
$18.75 


No. 2, $4 per 
No. 3, $4.81. 


$6.25 


pear 


Screens and 


SHOVELS AND SCOOPS.—As 
mated a week ago, there has been an 
advance in shovels and scoops, amount- 
ing to about 7% per cent. 
prices follow: 


$15.09. 
2, $14.67, 





wave, 
type, 
per 
$119; 


heater, 
heater, $108.50. 








mesh, $2.15 per 
$2.55; 
bronze, 
copper, 
From 

black, 

dull 
mesh 2.45; 16 
14 mesh, $5.50; 
14 mesh, $5; 

















July 29, 1926 


No. 1833, $4.38; No. 2435, 
7, $5.56; No. 2837, 
No. 2433G, 
Diamond E, 
No. 12, $14; 


Hummer, 
$5. 19; No. 243 
No. 1833G, $4.56; 
No. 2437G, $5.81. 
$10; No. 3, $12; No. 13, 
$16. 


inti- 


Revised 


We quote from Boston jobbers’ 
stocks: 

Shovels.—Howard, black, No. 2, 
$11.51 per doz. net; fourth grade, 
polished, No. 2, $13.09; No. 3, $13,52; 
extra d-handle, No. 2, $14.34; No. 3, 


polished, No. 

Blair, pol- 
polished, 
d-handle, 


Second grade, 
No. 3, $15.20. 
$16.25. Ames, 
No. 3, $20.07, 


No. 2, 
$19. 54: 


ished, 
No. 2, 


$20.79. 


Scoops.—John Carr, No. 2, $15.33 
per doz. net; No. 3, $15.86; No. 4, 
$16.38; No. 5, $16.91; No. 6, $17.44; 
No. 7, $17.96; black, No. 4, $14.80; 
No. 5, $15.33; No. 6, $15.86 Ames, 
polished, No. 2, $20.20; No. 3, $20.72: 
No. 4, $21. 25; “+ 5, $21.78; No. 6, 


$22.30; No. 7, $22.8 


WASHING snadiaiiasint. taints deal- 
ers profess to see some improvement 
in the turnover in washing machines. 
Business is a long way from active. 
however. 


We quote from Boston jobbers’ 


stocks: 


Washing Machines. — Voos, sea 
$99 each list; No. E25, Dollie 
$94 each list. Discount 33% 
cent. Horton line, No. 40, cop- 
$112 each net; white enameled, 
No. 34, $92.75; No. 3. 

lroners.—Horton line, 
$101.50 each 


per, 


No. 3, gas 
net; electric 


WIRE CLOTH.—Wire cloth is selling 
well is a retail way, but the jobbing 
market evinces few signs of life. 


We quote from Boston jobbers’ 
stocks: 
Wire Cloth.—From stock, black, 12 


100 sq. ft., 14 mesh, 
dull galvanized, 14 mesh, $2.45; 
14 mesh, $6; 16 mesh, $6.50; 
14 mesh, $5.50, 16 mesh, $6. 
mill, f.o.b. Worcester, Mass., 
12 mesh, $1.80 14 mesh $2.20: 
galvanized 12 mesh, $2.05: 14 
mesh, $2.90; bronze, 
16 mesh, $6; copper 
16 mesh, $5.50. 


Grove Indicating Gauge 


Measures Accurately 


Designed to meet the demand for a 
tool that will accurately measure any 
internal dimension within its capacity, 
which is 4 to 5 inches, J. M. Waterston, 
tools, sporting goods, radio and factory 
supplies, 


427 Woodward Avenue, De- 

















troit, 
Grove Indicating Gauge which com- 
bines these features. 

It is well made, all parts are hard- 
ened where necessary and well finished 
thréughout. 
and smooth working indicator that has 
many uses 
maker’s everyday work. 


Mich., is now marketing the 


The tool is a real accurate 


in a machinist’s or tool- 
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TIMREN 


: Fapered 
| ROLLER BEARINGS _7;, Every Ty pe 
| of Home Utility 


Household comfort and family health depend 
upon such utilities as the Penberthy O1l 
Burner. Its flaming saucer of heat must be 






































2 maintained unfailingly, without expert atten- 
“ tion or constant concern. 
i Exactly that kind of service is delivered by 
Pr Timken Tapered Roller Bearings in every 
Me type of machinery, from industrial equipment 
E / and motor cars to washers, lawn mowers, and 
4 oil burners. 
A \ Penberthy uses Timkens on both the vertical 
Me \ and horizontal shafts, to prevent wear, save 
: power, and avoid frequent lubrication. Tim- 
: 5 kens not only do away with excess friction, 
A : but they provide higher all-around working 
i capacity. This guards against service difficul- 
a ties and builds good will. 
i And one other big thing also works in favor 
Ps of the dealer who handles Timken-equipped 
es products—he gets the benefit of Timken ad- 
> vertising and I'imken prestige, based on unt- 
Yd versal approval of Timken Bearings. 
eS 
1 a THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 
Technical information regarding bearing sizes and their mountings can be se 
cured from the Timken Roller Bearing Service & Sales Company’s Branches 
i located in the following cities: Atlanta, Boston, Buffalo, Chicago, 
Cincinnati, Cleveland, Dallas, Denver, Detroit, Kansas City, 
Los Angeles, Memfhis, Milwaukee, Minneapolis, Newark, 
New York, Omaha, Philadelphia, Pittsburgh, Richmond, 
St. Louis, San Francisco, Seattle,‘Toronto, Winnipeg 
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Summer Items Active in Pittsburgh Territory 
—Prices Remain Firm—Collections Good 


(Pittsburgh office of HARDWARE AGE) 


brisk demand for sprinklers, hose, haying tools and a good 
demand for ice cream freezers, electric fans, screen wire 
In 


HH] ‘brist dem business in this district is featured by a very 


cloth, while supplies for beverages and preserving are wanted. 


| 


Se ee 


short, the market is typical of those when the temperatures are. 


high. Real activity is lacking in other items. The Federal Re- 


serve Bank report of business conditions in the Cleveland Reserve | 


Bank district for the first half of this year shows that hardware 
business fell 4.6 per cent below the same period last year, but this 
report is figured entirely on a monetary basis, and in view of the 
fact that a good many products are lower in price this year than a 
year ago, it is probable that on a volume basis that the record for 
the first half of the year is not quite as bad as indicated by this re- 
port. 

Neither the jobbers or retailers are satisfied with business, but 
then, as has been pointed out in these columns before, entire satis- 
faction would come only through a business that taxed the capacity 
of the trade and consumers are just as cognizant of the ample pro- 
ductive capacity and very efficient railroad service as are jobbers 
and retailers and are not buying anything they need until the need 
arises. From manufacturer to ultimate consumer, hand-to-mouth 
buying is an established fact. Short range buying means frequent, 
rather than large purchases and the trade, long accustomed to lib- 
eral advance orders, now feels that it is not doing much when the 
demands are so small as to be esaily supplied. The mental condi- 
tion of distributors is that of a man who has driven an automobile 
at 60 miles an hour and then falls back to a legal rate of speed; he 
does not seem to be moving at 30 or 35 miles an hour. No impor- 
tant price changes are noted. This year’s lawn mower prices have 
been reaffirmed for 1927. Collections are reasonably good. 


AUTOMOBILE ACCESSORIES.—The ;— 





each. 
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Tubes 
an Gray 
Tubes Tubes 
Single Single 
Size Price Price 
DEE. Obed «vedude pee cee $1.95 $1.55 
CS eee 2.10 1.75 
De sss-edebse owen 2.55 2.15 
a a oe a al 2.95 2.45 
ere 3.05 2.55 
St ER nee er eer 3.15 2.60 
LS Se here ee 3.35 2.70 
oe LS eer 3.60 howe 
DP 06u ceed Cannan 3.70 
Pre 3.80 
DI” -Vedeeeseeews 3.95 
3 ees ee 4.15 
CE Scena eheee bee 4.25 
 ' 4 are er ee 4.55 
Ae acueentegnas hess 4.65 
EEE 4 sedeaue sbGee 4.80 
SMD. «0G acasiie abe eke 6.25 
ere ee 8.70 
De vcumsseendl eens 10.60 
DEE “éckcodwnstecdous 11.80 
De vu diecsvetnewsees 15.15 
Balloon Tires 
To fit 19 in., 20 in., 21 in., 22 in., 
23 in. Rims. 
Gray 
Size Ply Casings Tubes 
27 x 4.40-19 in. 4 $11.25 $2.25 
29 x 4.40-21 in 4 11.45 2.35 
29 x 4.75-20 in 4 15.00 2.85 
30 x 4.75-21 in. 4 15.75 2.95 
29 x 4.95-20 in. 4 16.35 2.95 
30 x 4.95-21 in. 4 16.95 3.00 
31 x 4.95-22 in. 4 17.95 3.05 
30 x 5.25-20 in 4 18.25 3.20 
31x 5.25-21 in 4 18.85 3.30 
20 x 5.77-20 in 6 27.15 $.75 
32 x 5.77-22 in 6 28.75 3.90 
23 x 5.77-23 in 6 29.90 4.00 
32 x 6.00-20 in 6 27.50 4.10 
223 x 6.20-21 in 6 28.75 4.35 
2% x 6.20-21 in 6 34.10 4.85 
33 x 6.75-21 in 6 36.75 5.35 
34 x 7.30-20 in 6 41.65 6.10 


BASKETS.—tThere is still a steady de- 
mand for bushel baskets for fruit and 


vegetables. 


Jobbers quote oak baskets 


at $6.50 per doz. and elm baskets at $2 























complaint of poor business still is a ee a. 6.20 per doz. 
common one. Prices show no change. [og het iote nF io ea es Rg ge 
Prices from jobbers’ stocks, f.o.b. | cent off list; lots of 50 pairs and over BATTERIES. — General business is 
l’ittsburgh, follow: | 10 per cent off list. good. It is not as heavy in radio bat- 
Spark Plugs.—A. C., lots of 10 to | AUTOMOBILE TIRES AND TUBES. | teries as will be later in the year, but a 
40. 53c. each: lots of 100 or more, 5lc.; : ; : 
A. C. No. 1075 for Ferd cars, lots of _—Makes of tires and tubes handled by | good many flashlight batteries are be- 
wading +48 36c. each; lots of 100 or | the hardware trade still] are finding a ing sold. Prices are steady. 
Lamps.—21-candle power, 6-8 volt, [very brisk sale. The recent pee cuts ‘ " Jobbers’ quotations to retailers, 
list price, 35c. each; 3-candle power, | certainly have stimulated business. f.o.b. Pittsburgh: cH 
f-8 volt, list price, 18c. each, subject Dealers’ prices for those makes of he ron p a oll 
to a discount of 30 per cent in lots of tires and tubes handled by the hard- N 763 ac los 50.97 
a. aoe 60, and 40 per cent for lots | ware trade follow: No soem Ane ae 114 
inn ¢ dated . | HIGH PRESSURE TIRES ie ME inceqes acs 2a 1.22 
) ee a | Bees aren 1.40 1.30 
uae PESOS, Fer Seen. | Size Heavy Duty Truck No. 767 ............ 2.62 2°44 
Tire Gages.—Schrader, high pres- | 30x31. ..3.......... $8.75 7 iE niccaen eens 2.62 2.44 
sure, lots of less than 10, $1 each; SP ee GE Sev-cec Kees Tenge — SS . err os 3.00 
et . ath mage Bag Fh ag wy _ 30x3%Cl. extra size 10.50 ‘ ag Rit. nduktaoy coves = rs 
ots of less tha , $1.13; lots o Tt 7) eee 2.85 4 aati mikes 4 35 
or more, $1.08; U. S. Standard, lots 29 x a1, eens: 14.35 = No. 6 dry cells, ignition type, unit 
of less than 10, $1.10; lots of 10 or 8. ig egaieeate 15.95 ees packages, 32c. each: broken, 36c. 
more, $1 ee hr occa dts c.cee 17.45 ale _Flashlight.—No. 935, 9l4c. each; No. 
Alcohol.—In barrel lots, 38c. to 4lc. «2 Ba ee eee re 18.20 _ 950, 10%c.: No. 790, 22c.: No. 705, 
per gal. ; OY Ae ree 19.45 ree 21%c.; No. 750. 18c.: No. we: on 
, : . De <sesenvecss 6% 23.45 28.75 Hot Shot.—No. 1461, $1.70: No. 1 . 3 
Motor Oijl.—Vacuum Oil Co., in 10 9° “ au ee = — 29 45 9 95. ; ’ . 
gal. steel drums, with faucet, grades 24x 41. ipienentorisiing, tebe Or or 94 95 3 
A. FE. and Arctic, $10.50 list: B, $13.70 nae a SPSER SESS ORS © ee — e 
list, Bamcogg © ney Bing , $ os = aur Be Spey er ee ey ee ee oe ae eee BEVERAGE A N D PRESERVING = 
| moter Meters.—Standard makes, NE. ccutvuaunas. sens 35.50 SUPPLIES.—These lines are coming in : 
ots of less than 10, 30 per cent off BUS. Seesvuvecaveess 33.50 39.25 Ss e 
list; lots of 10 to 19, 35 per cent off tO) ae alec Rania i wor 41.50 for a very steady sale. Cherry “ie | 
list; lots of 20 or more, 40 per cent ee ees 25,50 42.75 are quieter, as the season is practically 
off list. $2x6S.S. ........00. 59.65 over. Jobbers quote: 
i iel .—Trico, i- Dee ceecevcewrececes 65.25 
Wineene . stonnere ety ~~ + <4 : ; : Bottles and Caps.—Quarts, $9.50 per 
versal automatic cleaners, $3.25 each. 5 Oye 81.85 gross: caps, 20c. to 82c. per gross: 
Jacks.—Millers Falls No. 145, $3.75 MEET kva-densoeveene $1.65 stoppers, $2.25 per dozen; cappers, 
eacn, Site sé ees eenevousa 129.25 $10.50 per dozen. 
Reading matter continued on page 54 
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Quality leaves its' imprint 








What’s the Price? 


You always ask that question sooner or later when you're buying; you 
ought to ask it. But you should remember that the answer means a goo 
deal more than just dollars and cents. The buyer who buys just at a price 
generally loses money; it’s poor buying. 


It’s more important to know what the price represents, because poor 
quality is usually the most expensive thing you can buy. Best quality at a 
fair price is usually cheapest in the end. 


Richards- Wilcox prices are based on the best and most efficient door 
hardware that advanced engineering skill and manufacturing methods can 
produce. Theirs is the largest and most complete line—hangers and equip- 
ment to solve any and all doorway problems. 


You may be able to buy at lower prices; but that’s a sign you're willing 
to accept lower quality. No manufacturer can produce as good door hard- 
ware for less money than Richards-Wilcox. 


A lower price may look good to you; but don’t make any mistake about 
it. Remember, doors have to work and cheap hardware will invariably 


cause trouble. 


Richards-Wilcox doorway engineers are located at branches in all 
important large cities of the United States and Canada. Call on them at 
any time—whether it is a small garage or the largest doorway—they 
will recommend the right equipment. 


The great R-W manufacturing plants are located at Aurora, Illinois, 
and London, Ontario. 
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Strainer Sets.—Everedy, in dozen 
lots, strainer stand, $4 per doz.: 
Strainer bag, $2 per doz.; filter bag, 
$4 per doz. 

Scales.—lUnivresal, No. 1021, $1.25; 
No. 11021, $1.55; No. 19221, $2.50; No. 
1621, 3.50. 

Jar Rubbers.—Double lip, red, 70c. 
per gross in 12-gross lots: 75c. in 6- 


gross lots, and S&0c. 
Cherry Stoners.— 


in 1-gross lots. 
-Brighton, $8.40 per 


doz.; Dandy, $12 per doz.: Enter- 
prise, $16.20 per doz. 

Canning Racks. —No. 1, single jar, 
Tc. per doz.; No. 2, 8 jar, $3.60 per 
doz.; jar wrench, 75e. per doz. 

Fruit Presses.—Enterprise, No. 6, 
$6.25 each; Juicy, 3 qt., $3.50 each; 
6 qt., $4.30; 12 qt., $6 Brighton, 2 qt., 
$3 each; 4 qt., $4.50; 10 qt., $7. 

Oak Kegs.— 
Red White White Oak 
Oak Oak Charred 
5 gallon .....$1.20 $1.35 $2.35 
10 gallon ..... 1.65 1.75 2.75 
15 gallon ..... 1.30 2.15 3.10 
20 gallon ..... 2.15 2 320 235 


BOLTS, NUTS AND RIV ETS.—There 
is no change in prices nor is the mar- 
ket in general much different than it 
has been for several months. Individ- 
ual purchases are of a size that indicate 
no fear of shortages on the part of con- 
sumers. 


We quote 
follows: 

Machine bolts, 
50 and 10 per cent 
eut threads, 50 per 
riage bolts, small 
per cent off list; all sizes cut threads, 
45 per cent oft list; stove bolts, 75 
and 10 per cent off list: tire bolts, 40 
and 10 per cent off list ; nuts, hot 
pressed, square, tapped, in 5_ Ib. 
boxes, % in., $16 per 100; 5/16 in., $14: 
3 in.. $11; My in., $10; % in., 
in., $8: % in., $7. 50: 


rivets, 
wagon and tinners, 60 per cent off 
list. 


CAMPING SUPPLIES.—Jobbers report 
a sustained demand for cook stoves and 
other accessories to automobile touring 
and camping. They quote: 


~ oy! Stoves. “oleman, No. 9, 
e ach; Jo. 2, $8.50; Justrite, No. 
252, $5.67; Kampcook, No. 

4, $7.1 No. 7. $6: No. 
Sterno, No. 46, $4 dozen; 
canned heat, $1 dozen. 

Vacuum Jugs, Jars and Bottles.— 


out of jobbers’ stocks as 
small rolled threads, 
off list: all sizes 
cent off list: car- 
rolled threads, 50 


6.25 


161, 


Little Brown _Jjugs, $2.25 each: Alad- 
din jugs, $2.75 each; Universal jar 
No. 600, $4.40 each; bottles, pints, 
wc. each; quarts, $1.60 each: all steel, 
pints, $4.75 each; quarts, $5.40 each: 
2 qt., $6.75. 


CONDUCTOR PIPE.—The advance in 


raw copper has not yet extended to con- 


ductor pipe, which is holding at recent | 


prices. Likewise there has been no 
change in galvanized type, although the 
raw material is lower now than it was 
when the pipe price was established. 
Business is rather good for the time of 
year. Prices f.o.b Pittsburgh ware- 
house are: 

Galvanized, 3 in., No. 28 gage, 
per 100 ft.; copper, 16 oz., 3 in. 
per 100 ft. in lots of 100 ‘ft. or 
small lots higher. 


BRUSHES.—Leading makers have is- 


more, 
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but the sale of this item for the year 
has been much below normal, and the 
larger sales will serve only to reduce 
the size of the carry-over of jobbers. 
Jobbers quote: 


Polar Cub black, 6-in each, in 
lots of 12, $2.85; 8-in., $3.20, in lots 
of 12, $3; 10-in. stationary, $4.60, in 


lots of 6, $4.35, oscillating, $7, in lots 


of $6, 6.64. 
GARDEN AND LAWN SUPPLIES.— 


There is a strong demand for sprink- 
lers and hose and a good demand for 
haying tools, but other items under this 
heading are rather slow. Leading 
makers of lawn mowers have announced 
that prices for 1927 will be the same as 
for this year. Jobbers quote: 


Tools.—Manure forks, first quality, 
long handled, 15.25 per doz.; bowed 
garden rake, 14-tooth, $9 per dozen; 
spading forks, $10.80 to $21 per 
doz.; having forks, 3-tine, first qual- 
ity, $12.75 per doz.; German hoes, No. 
3-0, $7.20 per doz. 
50-ft., 
per ft.; % in., 10%c.; 
50-ft. lengths, ‘Mc. 
Gem spray nozzles, 

Sprinkling Cans.—4 qt., $6 per doz.; 
6 qt., $6.60; 8 qt., $7.70; 10 qt., $8.10; 
12 qt., $10; 16 qt., $12.60. 

Hose Reels.—Victor, $1.75 each; 
2, $2.60; Reeleasy, $1.35. 

Plows.—Geneva, No. $5 
Leader, No. 2, $3: No. 5, $3. 

Mowers. Plain bearing, §8& _ in. 

14 in., $5.25; 
14 in. 


wheels, 12 in., $5 each; 
ball bearing, 9% in., wheels 

supr eme ball be -aring, 
in., $10.75; 16 in., 


reels, % in., 
% in., 
per ft. 
$6 a doz. 





No. 


each: 


to 


$7.75: 16 in., $8; 
10 in., @heels 14 
$11.25: 18 in., $12. 

Mower Oijil ‘Cans.—Tinned, 
or bent spouts, $1 per dozen; 
plated straight or bent spouts, 
per dozen. 

Rollers. —No. 2 size, $8.50 each: No. 
4, $10: No. 5, $12.50: No. 7, $15. 
Shears.—Western. 8 in., 
per pair: 9 in., $1.40: 10 in., 
- Disston, 8 in., $1.75; 9 in., $1.90; 
$2; ladies’ shears, Western, 
S5ec.: Disston, $1.10 

Sprinklers.—Ring. $6 per doz.: 
Kine, $2.25 each: Pluvius, $1.15; 
purpose, $1.30. 


PAINTING SUPPLIES.—There has 
been an advance of 5c. per gallon in the 
price of linseed oil equal to almost Ic. 
| per lb. Turpentine has gone up 2c. per 
gallon. The recent production in ready 
'mixed paints does not seem to have ma- 
terially helped sales. Business in gen- 
eral leaves something to be desired. 


Prices to retailers: 


straight 
copper 
$1.50 


Rain 
two 

















Ready mixed paints, best grades, 
$2.85 per gallon: lower grades, $2.25; 
white lead, 15%4c per Ib. in 100-Ib. 


lots: 10 per cent less in lots of 500 Ib. 
or more and an extra 4 per cent less 
in lots of a ton or more: turpentine, 
$1.01 per gal. in barrel lots; raw lin- 
seed oil, 13.7c. per Ib. in barrel lots. 


SCREEN DOORS AND WINDOWS.— 

The season is about over and sales no 

longer amount to much. Jobbers quote: 
Doors.—Standard makes, 2 ft. § in. 
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per lb. in response to stronger primary 
Jobbers report business to be 
fairly good for this time of year. 


markets. 


We quote sheet copper at 22%4c. per 


lb. from jobbers’ stocks in lots of 
300 Ib. or more and 26%c. per Ib. in 
single sheets; sheet zinc, lsc. per 
Ib. in loose sheets, 12c. in 100 Ib. 
casks: 11.80c. in 300 lb. casks, and 
11.80c. in 600 Ib. casks. . 
SHEET STEEL.—tThere is. still 


an 


irregular and rather weak mill market 
and this has brought a further revision 
downward of resale prices of galvanized 
sheets, both flat and corrugated. De- 
mand is steady rather than active. 


Price 
stocks: 


$5. 


28 gage, 


pass ce 


Id rolled black, No. 28 gage, 
$4.25 base per 100 lb. Armco ingot 
iron galvanized flat, No. 28 gage, 


$6.15; 


Ss 


2% in., 


to nine bundles. 
SOLDER.—tThe price has risen sharply 
on account of the strong market in the 
component metal, with half and half 
solder now priced at 40%c. per lb. 


STEEL AND IRON PIPE.—Pipe mills 
have rarely enjoyed such a big business 
as they are doing at present, the de- 
mand for oil country goods being nota- 


bly heavy. 


20 base per 100 Ib.; 


Toncan metal 


out of Pittsburgh 
Galvanized flat, 


galvanized flat, 
No. 28 gage, $6.25; all for lots of one 


No. 


jobbers’ 
28 gage, 
corrugated No. 
$4.42 per square; one 


They seem to be able to 


meet fairly promptly all demands for 
buttwelded pipe, but on the lapwelded 
sizes they are not promising delivery 


in less than four weeks. 


Price conces- 


sions have disappeared and there is bet- 
ter observance regular resale quotations 
than was the case earlier in the year. 


Prices out of jobbers’ 


Pittsbu 


rgh, follow: 


Welded Steel 


stocks, 


Pipe 


f.o.b. 


sued new price lists. 
advances in the cheaper grades, 
moderate reductions in the prices of the 
better grades. 
SPRAYS AND SPRAYERS.— 
The advent of fairly hot weather has 


COW 


They show slight 
but 


x 6 ft. 8 in. in nlain walnut stain, $18 
per doz.; varnished natural colors, 
$24.25 








Windows. —Hardwood oiled frame, 
No. 1233, 12 mesh black wire cloth. 
$3.40 wer doz.: No. 1533. $3.85: No. 
1932. $4.20: No. 2433. $5: No. 2437. 
$5.50° metal frame, 18 in., $5.50; 24 
n., $6.40. 


SCREEN WIRE CLOTH.—There is still 


Blae * Galvanized 
Ne Net 
Size Per 100 Ft. Per 100 Ft. 
Pee ee $3.41 $4.90 
ah. vetedeweves 3.36 4.98 
i. <evenbaaeee 3.36 4.98 
To. 2660060 eere 4.34 5.61 
Pn “ccesusve ous 5.41 6.90 
Srrerrrr ro ere 7.65 9.86 
Le Saerrrerrrr es 10.35 13.31 
PO: passdb s sees 12.38 15.95 
SS eae 16.65 1.46 
SS Seerrrrr re 26.33 33.93 
Saree re 34.45 44.37 
DO” cstersteawe 44.16 6.12 
De iccncunwneuns 52.32 66.49 
G5baT. cocccoveces 60.96 71.47 
an § s660eebsed ees 71.04 90), 28 
i gesewaewed ona 92.16 117.10 
Welded Iron Pipe 
Black ie” ad 
Net 
Size Per 100 Ft. Per 100 Ft. 
ah, gevdssewvtes $7.20 $9.00 
: § gad eb aennee 7.20 9.00 
Pn -dseeews vae® 7.40 9.26 
a sdebeced ses 9.32 11.50 
ih  g2tn~endneaaas 13.43 16.66 
 * Serr cece 18.17 22.54 
6656040060 21.73 26.95 
 <ctesteuwen eee 31.82 38.38 
D.. «6666008004 48.56 58.50 
i. ssasewenbes 6 61.97 74.97 
 civecuedves 74.52 90.16 
Pl ase*<+acee aes 88.20 106.82 
IIL cis bu Sofina danish aie 102.90 124.46 
it  teevcesseneet 119.96 145.04 
Teer aaa 155.50 188.16 


TIN AND TERNE PLATE.—tThe de- 
mand for these lines is steady rather 








brought a substantial quickening in the 
demand of cow sprays and sprayers. 
Jobbers quote: 


Sprays.—EZ Bos, % Ballon, $8.40 
per doz.; 1 gallon, $13.50. 
Sprayers.—Cyclone, $4.50 per doz. 


Glass tank, $5.50. Baby Midget, $2.50. 
ELECTRIC FANS.—Demand has been 
very materially helped by hot weather, 


a fair demand for screen wire cloth, 
but the season as a whole has not been 
_a very favorable one. Jobbers quote: 
Black, 12 mesh, $1.80 to $1.90 per 
100 sq. ft.; 14 mesh, $2.25. Galva- 
nized, 12 mesh, $2.25. Bronze, 14 
mesh, $5.75. 


‘SHEET METAL.—Sheet copper has ad- 


vanced %c. per Ib. and sheet zine ce. 


| 
i 
‘ 





Reading matter continued on page 56 











than active. 


keeps the jobbing prices very firm. 
Pittsburgh warehouse prices: 


5 x OR 


ib. 


Ase 


, $19; 


°“9 


roofing, 
I 


20 x 


Roofing ternes, J Ib. I. 3 
in., $13.90 per pkg.; 20 Ib. 
25 ‘lb., $21; 30 Ib., $09. 50; io 
$25.35. Follansbee forge 
$25.75; furnace plate, I. C. 
28 in., $13.50 per box of 112 sheets; 
I X L., $15.50. 





A strong mill situation 
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Here’s the Net of It! 


This advertisement is not addressed to the distributor, jobber or 
dealer who thinks that all electric fans are about the same in quality, 
and that the only important issue is discount. 

But, to the jobber who wants a thoroughly satisfactory electric fan 
to sell to his dealers and upon which he will obtain constant repeat 
orders without complaints, and to the dealer who wants a thoroughly 
efficient foolproof product which will sell without resistance to his cus- 
tomers, which will stay sold and give perfect service thruout an indef- 
inite period of ‘years, this ad is dedicated. 


It is for you discriminating people that we have constantly striven 
for over a quarter of a century to bring Peerless fans to their present 
perfection. It is the confidence reposed in us by you particular jobbers 
and dealers that is our incentive to constantly build better and better. 


THE PEERLESS ELECTRIC COMPANY 
WARREN, OHIO 


FANS MOTORS GENERATORS 


1) Se A 


he Silent tan 
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New Container Display for 2-Cup Percolator 


As a feature of the merchandising 
of its two-cup percolator, the Metal 
Ware Corporation, Chicago, IIl., is fur- 
nishing a new form of display con- 
tainer, as illustrated herewith. 

The container pictures the advan- 
tages of this percolator, which will 
open a new market for percolators, 








since the 2-cup Empire electric per- 
colator is of a size needed by some 
families many times and by many fam- 
ilies all the time. 

The percolator itself 
heavy gage aluminum, 
highly polished. 


is made of 
paneled and 











adaptation of the principle that worthy 
merchandise, well displayed, is more 
than half sold. This container will dis- 
play Empire 2-cup percolators in an 
interesting and attractive manner. It 
will give persons who visit hardware, 


| The merchandising idea is a new 
| 








lent sales talk about the Empire 2-cup 
percolator—a persuasive sales talk that 
will sell hundreds of percolators. And 
the actual values found in the perco- 
lator itself will increase the desire to 
buy because the Empire 2-cup perco- 
lator is an unusual value. 





Peters Announces New 
High Velocity Loads 


To meet the demand for high velocity 
loads in the 10 and .410 bore, the 
Peters Cartridge Co., Cincinnati, Ohio, 
has added to its line these high ve- 
locity load shells of these bores in the 





sizes desired by sportsmen as shown 
by demand, which are, in the 10-gage, 
BB-2-3-4-5-6 and in the .410 gage, 
-4-5-6-7 %-8-9-10 chilled. 








Just as the 12 gage H. V. is loaded 
to a velocity beyond the regular stan- 
dard maximum load, so is the 10 gage, 
which is supplied with a load of pro- 
gressive burning powder equivalent to 
4% drams of regular bulk smokeless 
powder and having a charge of 1% oz. 
of shot. The .410 H. V., which will no 
doubt prove to be a very popular shell 
with all owners of such guns, is loaded 
to a velocity equivalent to 5/6 drams of 


_bulk powder with % oz. of shot. 





Hack Saw Frame Has 
Pistol Grip 


The Millers Falls Co., Millers Falls, 
Mass., is now marketing its new hack 
saw frame, No. 1275. This is a new 
nickel plated frame of the pistol grip 


Fr La eae 






adjusted for dif- 


It is quickl 
ferent lengths of blades. The handle is 
of black enameled hardwood. The ca- 
pacity is from 8 to 12 in., depth, 2% in., 
weight, 1% Ib. 


type. 


electrical and department stores a si- | 








ct tt 
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New Hand Drill With 
Solid Steel Frame 


With a three jaw chuck, improved 
protected springs and a capacity of 
% in. round shanks, single speed, the 
Millers Falls Co., Millers Falls, Mass., 
has recently placed on the market its 
No. 94 Hand Drill, with solid steel! 
frame. 

Other features of this new hand drill 





are cut gears and a steel pinion, with a 
solid main handle of stained hardwood. 
The chuck and frame are nickeled. The 
large gear is painted red. 

Its length is 11% in. and it weighs 
1 Ib. 





Non-Electric Vacuum 
Cleaner is Light 


An outstanding feature of the non- 
electric vacuum cleaner recently placed 
on the market by the Sterling Co., 
Grand Haven, Mich., is the gear driven 
brush, located right in the _ suction 
nozzle, which is geared to rotate at 

o 





Ate 


twice the speed of the rubber-tired trac- 
tion wheels, and in the opposite direc- 
tion. The brush has been designed to 
catch dust, dirt and every particle of 
lint or thread. 

Both the brush gear mechanism and 
the main suction mechanism are sealed 
in dust-proof chambers that are filled 
with grease and never need further at- 
tention. 

The suction nozzle is of the three- 
degree type, big and broad. It can be 
instantly set in any one of the three 
necessary positions to clean bare floors, 
light-weight rugs and carpets and thick 
chenille rugs or carpets. These three 
adjustments are made with a simple 
lever that slides with a finger touch 
into the position desired, without lift- 
ing the cleaner from the floor. 


Reading matter continued on page 58 
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Fine Stoves for Fine Kitchens 











The Kitchenkook flame is in 
direct contact with utensils— 
no heat is lost by radiation. 
The clear, blue flame is smoke- 
less and sootless; the fastest 
known cooking fire. 

















This illustration is a reproduc- 
tion of a photograph made 
with the stove i It is 
convincing proof of itchen- 
kook safety. Every Kitchen- 
kook dealer should use it in 
his demonstrations. 


Kitchenkook cabinet stoves are worthy of the finest kitchen; the kind of stove every 
woman is proud to own and show to her friends. Kitchenkook cabinet stoves are 
beautifully finished in grey enamel with porcelain removable burner tray. The large, 
roomy cabinet is just the place for cooking utensils—they are out of sight but within 
easy reach. 


Kitchenkook more than meets every requirement of a fine cook stove. Its cooking 
speed, range and uniformity of heat, ease of operation, immediate response to flame 
adjustment, economy, cleanliness, absence of wicks, chimneys, smoke, soot and grease 
are a revelation to every woman who sees it demonstrated. That’s why so many 
Kitchenkook demonstrations result in sales. That’s why thousands of dealers have 
doubled and trebled their stove sales with Kitchenkook. ‘ 


The facts about Kitchenkook are being told in a series of more than twenty-five million 
ads in farm and small town magazines. Your customers will want to see this faster, 
better stove. Write or wire for details of our exclusive dealer-agency proposition and 


name of nearest distributor. Address nearest office. 


American Gas Machine Company, Inc. 
Albert Lea, Minn. 


New York, N. Y. 
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J. F. GLIDDEN. 
Wire-Fences. — 
No.157,124. 











YG \ 











Witnesses: 


Glidden’s Design of Barbed Wire Is What We Use Today—Vir- 
Competition was inten- 
sive, for years, between this style and the ‘“‘S"’ barb invented by 


tually Unchanged After Half a Century. 


Jacob Haish 


Barbed Wire—W ho 


Invented It? 


(Continued from page 38) 
partnership under the firm name of 
Barb Fence Co., for the manufacture 
and sale of barbed wire fencing. Both 
being residents of De Kalb, it was there 
they established their factory. 

Upon advice of counsel, they pro- 
ceeded to acquire by purchase an in- 
terest in the Hunt, Smith and Kennedy 
patents. They also tried to purchase 
the Kelly patent, but it was not for 
sale. 

While the output of the Barb Fence 
Co. was at first small, it rapidly in- 
creased. About this time (1874) Jo- 
seph Haish began the manufacture of 
barbed wire in a small way and met 
with gratifying success. It will be re- 
membered that Glidden and Haish pat- 
ents were then pending. Thus far 
barbed wire fencing was strictly a 
Middle-West product, sold only to West- 
ern customers, and was practically un- 
known in the East. 

The attention of Washburn & Moen 





S 
cw 
a 
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Patented Nov. 24, 1874. 


No. 167,240. 


_ WITNESSES : 


Y, MueVioyl 


One Sheet 


Mfg. Co. being attracted by the appear- 
ance in the market of this new wire 
product, Vice-President Charles fF. 
Washburn was delegated to investigate 
facts with a view to acquiring an active 
interest in this latest addition to the 
wire industry. 

To this end, in March, 1876, Mr. 
Washburn went to Chicago and met 
Jacob Haish, who invited him to visit 
his factory at De Kalb. There Mr. 
Washburn saw first the operation and 
product of the Haish barbed wire fac- 
tory, and sounded the owner as to 
whether or not he would sell his pat- 
ent rights and equipment. 

Mr. Haish was willing to sell and 
named $200,000 as his price. Paying 
Mr. Haish the compliment of believing 
him equally serious with himself, Mr. 
Washburn promptly withdrew’ and 
turned to Glidden and Ellwood. Many 
vears later Haish stated that, if Wash- 
burn had been a typical Yankee and 
had offered him $25,000, he probably 
would have accepted it. 

Introducing himself to Messrs. Glid- 
den and Ellwood, Mr. Washburn was 
shown the equipment and product of 
the Barb Fence Co., inquired into the 
conditions and prospects of their busi- 
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J. HAISH. 


Wire-Fence Barbs. 
Patented Aug. 31, 1875. 





From the United States Patent Granted to Jacob 
Haish Fifty Years Ago, Showing the Famous “S"” Barb, Which 
Was Popular for Many Years. 


This was the chief competitor of 
the Glidden patent 


ness, was favorably impressed and 
learned that Mr. Glidden was willing 
to retire—for a consideration. It is not 
surprising that he now valued his re- 
maining one-half interest considerably 
higher than 1874, when he sold a one- 
half share to Isaac Ellwood for $265. 

Negotiation was immediately begun, 
an agreement was reached, and later 
confirmed, by which in May, 1876, Wash- 
burn & Moen Mfg. Co., by Charles F. 
Washburn, purchased Mr. Glidden’s re- 
maining one-half interest in the Glid- 
dent patents, and also his interest in 
the business and properties of the Barb 
Fence Co., for a payment in cash and 
notes totaling $60,000, and agreement 
to pay a royalty of %c. per lb. on 
all barbed wire manufactured under 
the Glidden patent or patents by Wash- 
burn & Moen, or by any person or cor- 
poration under their authority as li- 
censee, or otherwise; or in the manu- 
facture of which Washburn & Moen 
might be interested, and which should 
be sold at 15c. or over per lIb.; the 
royalty on all wire selling at less than 
l5c. to be correspondingly reduced. 
The price then was 18c. at the fac- 
tory. 

The Barb Fence Co. was superseded 


Reading matter continued on page 60 
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Your business success and the amount of 
money you make depend largely upon 
two things—Product and Policy. When 
a good product is backed by a faulty 
business policy, the merchant is the loser ; 
a good policy backed by a faulty product, 
the merchant is again on the wrong end. 
In selecting a product to sell to your 
customers be sure the policies of the 
company you deal with are right. 


Lancaster has made a specialty of build- 
ing only high-quality tires—the best that 
material, engineering skill and workman- 
ship can produce—and of playing the 


Product and Policy 
Are Profit-Winners for 
Lancaster Merchants 






game with its merchants according to the 
rules. 

For more than a decade Lancaster prod- 
ucts and policy have been putting profits 
in the pockets of Lancaster merchants— 
profits that are steadily increasing as 
more tire users turn toward Lancaster 
for tires of unparalleled performance. 
Both product and policy are right; you 
can profit by having them at your com- 
mand. 


Join the rapidly growing ranks of satis- 


fied Lancaster merchants. Write us today 
for the facts that tell the complete story. 


The Lancaster Tire & Rubber Co. 


Established 1915 


Columbus 


Ohio 


LANCASTER 
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JOSEPH F. GLIDDEN 


(Photo taken in bis 90th year} 


: 4CZ wt lb 
- JACOB HAISH 
1826 — 1926 


{Phot» taken at age a 91} 


1813 — 1906 
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_CHARLES F,, WASHBURN. 
1827. — 1893 














ISAAC. L., ELLWOOD 
1833 — 1910 
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Surrounded by Seven of the Earliest Forms of Barbed Fence—Wire and Other—Are “The Big Four” in the Famous Barbed Wire Patent 


Litigation, Which Lasted from 1874 to 1892. 
and Mr. Haish reached within 18 days of rounding out a full century. 


Legal animosity did not cut short their useful lives, for two of the four went well past 90 
The Glidden and Haish designs—at lower left and right re- 


spectively—are the only ones of the seven examples which had the qualities necessary for retaining public favor over many years 


by I. L. Ellwood & Co., Charles F. 
Washburn being the silent but by no 
means inactive partner in the newly 
formed concern. The factory at De 
Kalb was forthwith enlarged and 
equipped to furnish Glidden: barbed 
wire to the entire Western trade, while 
Eastern and Southern customers were 


to be supplied from Worcester by 
Washburn & Moen. 

By this deal entire control of all 
J. F. Glidden’s patents, present and 
future, and also of the basic patents 
of Hunt, Smith and Kennedy, passed 
into the hands of Washburn & Moen 
Mfg. Co. and I. L. Ellwood, who later 


acquired the Kelly patent (original and 
reissue). Thus they were enabled to 
establish a practical monopoly of the 
barbed wire business. 

Barbed wire patents were granted 
to them in England and on the Conti- 





(Continued on page 64) 
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“ACCO” No. 120 
is the most popular Log Chain. Grab Hook on one 


end, Swivel in center and Slip Hook on other end. 





A Thousand Uses 
for these Popular Chains 


“ACCO” No. 120, No. 110, and No. 100 Log Chains are in general demand 
throughout the year. There are thousands of jobs of loading, binding, and 
hauling that can be best done with one of these strong, dependable chains. 































In logging camps, lumber yards, on farms, and in building and con- 
struction operations, “ACCO” log chains are daily necessities. 


Made from high grade steel formed on automatic machines and 
joined with strong electric welds. The hooks are drop-forged 

and swivels are made from high grade malleable iron. Each 

chain carefully inspected. 


Hardware dealers can make good use of these facts. 
Mention these superiorities to your trade. Remind 
them that American Chain has been the recog- 

nized standard for years. Talk to them when 

you know they’re in the market. You can’t 
fail to increase sales and obtain satisfactory 
profits. 


AMERICAN CHAIN 
COMPANY, Inc. 


BRIDGEPORT, CONN. 


In Canada: Dominion Chain 
Company, Limited, Niagara Falls, 
Ont. 














“ACCO” Log 
Chain No. 100. District Sales Offices: “ACCO” Log 
A special long- Boston, Chicago, New York, Chain No. 110. 


link chain wi 

Slip Hook on 
one end, Swivel 
in center and 
Ring on other 
end. 


Philadelphia, Pittsburgh, : 
San Francisco ___ oF your salty 


Grab Hook on 
one end, Swivel 
in center, and 
Ring on other 
end. 





World’e Largest Manufacturers of Welded and 
Weldless Chains for all Purposes 


‘“ACCO’* 
CHAIN SPECIALTIES 


Made by the makers of the famous 


WEED TIRE CHAINS 
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The man who 
likes good tools 


wants TYRODS 





















Mechanics have welcomed TYRODS like a long lost 
Read these excerpts from actual letters written us: 


pal. 


And here’s the point. 
opinion. 
behind TYROD tools 
gather in your share of the profits. 
more than the best of ordinary types. 


“A Tyrod hammer certainly stands 
the gaff—myself and mates have 
given it severe tests.” 

“I have given mine a good test. I 
have pulled twenty pennys right out 
without a block behind my hammer. 
A hammer that can stand that and 
not come loose from the handle is the 
hammer for me.” 


“IT have been a carpenter for forty 
years and [ think you have the best 
hammer on the market.” 


“I tested the claws of the hammer by 
pulling an 8d casing nail through a 
yellow pine 2” x 4” by the point— 
the claws cut into the nail and never 
slipped. That’s enough of a test for 
me.” 


tells another. It’s a friendly act. 
the tools with a backbone 


One 


scriptive literature and price list today. 


Mechanics don’t hide their good 


Cet 
and 


Their cost is no 
Write for de. 





| A Complete TYROD Hammer Exhibit 


FREE 


superiority and increases sales, 


American Hammer Corporation 


715 East 138th St.. New York 


Western Sales Office 
615 W. Washington St., Los Angeles, Cal. 


We lean our dealers a beautiful, sturdy dis- 
play cabinet which silently proves TYROD'S 


TYROD 


the hammer with a backbone 


| 


' 
| 
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Builders’ Hardware 


Door by Door 


(Continued from page 35) 





justified by utility rather than by beauty. In rural 
and sparsely settled communities it is particularly de- 
sirable as a matter of protection. 

A metal rubber tipped “door stop” should be sup- 
plied either for the tiled vestibule floor (13) or for 
the base board (14), it is a good protection for the 
door knob and for the plaster wall. 

Ask yourself these questions: 

1. What is the principal door to consider in laying 
out the hardware for a dwelling? 
2. What are the two principal points to consider in 
choosing the butts for a front door? 
3. What type lock would you suggest as being most 
suitable? 
4. Would you suggest a handle or a knob for the, 
outside? 
5. What would you suggest for inside? 
. If you require a narrow backset lock what trim 
should you use outside and why? 
. When would you suggest a knocker? 
. Why should you try to include a push button? 
. Isa letter box plate desirable? 
. When would you suggest a chain door fast? 


So 


~~! 


_ 
—- cm 





A Game of Chance 


According to the law of averages, you will break 
even in most games if you play long enough and the 
game is on the square. In playing with Accident, the 
law of averages works the other way around—it will 
get you in the end. 

Don’t expect Lady Luck to hang around forever if 
you play this game. Accident is a notorious sharp, 
knows all the tricks and never fails to collect I.0.U.’s on 
your future. 

Of course, no one can avoid all chances. You can 
run a certain amount of risk every time you invest 
money, gO swimming or canoeing, or play baseball or 
football. But in these the risks are small and the 
benefits usually worthwhile. There are enough un- 
avoidable hazards in life to make it interesting without 
tempting fate by defying all the written and un- 
written rules of safety and common sense. 

Give Accident the busy signal when he invites you 
to sit in.—Hail Columbia. 





Sales of incandescent lamps such as are used in 
lighting homes, reached a total of 280,000,000 last year. 





The telephone service would be much better if there 
were courtesy and cooperation on both ends of the wire. 
Don’t put all the onus on the operator. 





Telegraph poles used to last longer in the days before 
the automobile. 





Jonah was down in the mouth at one time, but he 
came out all right. 
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The Shortest Way There 


HE railroad surveyor who 
Ty plans just where and how the 
new line of twin steel ribbons 
shall go will tell you that the old 
bromide about the longest way 
around oftentimes being the short- 
est way there, is very much true. 
If he chose the shortest route, he 
would have a railroad with im- 
possible curves and grades. 

We were reminded of the opposite sort of tactics 
the other day when the papers told of misdirected 
efforts toward economy when somebody decided to save 
$75 a month at the port of New York by cutting the 
customs office off from a telegraph ticker service which 
theretofore had enabled it to know almost exactly when 
incoming liners would dock. As a result, at least $450 
was lost almost the first day when ninety customs 
inspectors had to wait five hours for the arrival of one 
boat at her dock behind her schedule, a happening not 
at all infrequent. 

The misdirected short-cuts and the mistaken 
economies of merchandising are quite as useless and 
serious. One dealer decided not to change his window 
display more than twice a month because it takes so 
much time of one or two of his clerks. Another retailer 
never takes an inventory because it will be a waste of 
time, whereas his competitor has installed a system 
which furnished him a perpetual inventory, so that he 
knows just what is on his shelves at the end of any 
day. And the former wonders why the latter is making 
such progress. A third so-called merchandiser prefers 
to hire the cheapest sort of clerks who are most indif- 
ferent in the service they give to customers, knowing 
not that investigations have shown that the greatest 
cause for losing retail trade is the indifference of clerks. 
And so it goes. Dozens of other instances might be 
mentioned. 

To be worth while, economies must of course prove 
themselves worth while in the long run. There are 
comparatively few moves in life which show up their 
true worth instantly. They require the perspective of 
time to emphasize their real values. Advertising, quick 
turn-over, inventories, scientific stock arrangements 
and the like do not seem economies the day they are 
determined upon and started, but they almost always 
do from the viewpoint of your old Father Time. 

















A Good Listener 


The man at the counter cannot possibly visit the fac- 
tories where everything he sells is made or there go 
into the endless considerations and details. But there 
comes a man right to his establishment regularly who, 
without loss of time or expense on his part, can give 
him the sum-total of his observations and experience, 
can answer the questions which conditions in his lo- 
cality must emphasize and leave him unburdened by 
the considerations which may always be foreign to his 
situation. Do you take advantage of this opportunity? 
Are you a good listener then? 
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Dependable Merchandise 












Selling a customer dependable merchan- 
dise that will give him service and com- 
plete satisfaction is a sure indication of 
that customer’s return to your store. 
The No. 0 Gem Mopstick is a favorite 
with both the housewife and the dealer. 
Its spendid service, under all conditions, 
gives satisfaction to the user and profit 
to the dealer. The head and all metal 
parts are made of steel, heavily coppered ; me 
to prevent rust. It is light in weight, MOP STICK 
but will not break in shipping or in use. 


Remember the Gem line made by Arcade, when order- 
ing mopsticks. Many types in both Janitor and house- 
hold sizes, strongly made for long and satisfactory ser- 
vice. A mopstick for every requirement. 


GEM 


ARCADE 





LOOK FOR THE LABEL. You will find it on all 
Arcade mopsticks. The Gem label guarantees a high 
class article of superior material and construction. It 
identifies you as one who handles the best in this line. 


ARCADE MANUFACTURING CO. 
FREEPORT, ILL. 


AKLADE 


a Pe ES he vy Ce 
ond TOY. 
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Barbed Wire—Who Invented It? 


nent of Europe as early as 1876 or 
1877. 

They also became possessed of the 
legal title to the invention of barbed 
wire. Although bitterly and persistent- 
ly contested by Jacob Haish and others, 
this title was never attacked in the 
courts with more than temporary suc- 
cess. I. L. Ellwood & Co., realizing 
their value, made earnest and repeated 
efforts to purchase Haish’s patents or 
to obtain his cooperation, but long 
without success. Eventually, however, 
both the patents and a limited degree 
of cooperation were secured. 

Meanwhile, other inventors had been 
busy, and many and various were the 
styles of barbed wire designed and 
patented. Numerous patents were 
issued also for machines, designed to 
produce Glidden’s barbed wire, Haish’s 
“S” barbed wire, and other more or less 
prominent styles. The machine patents 
were second only in importance to pat- 
ents for barbed wire itself, success in 
competition depending largely upon 
the speed and precision with which the 
leading styles of barbed wire could be 
produced. 

In addition to manufacturing Glidden 
wire in large and increasing tonnage, 
Washburn & Moen and Ellwood issued 
licenses to manufacture to various 
parties, many of whom were already 


(Continued from page 60) 


patentees of barbed wire or of barbed 
wire machines. 

I. L. Ellwood & Co. continued the 
policy begun by Glidden and Ellwood 
of acquiring, by purchase and assign- 
ment, all obtainable patents for barbed 
wire and barbed wire machines which 
promised to be of possible value. As 
a result, in the year 1881, they were 
in control of about 90 patents for 
barbed wire and barbed wire machinery, 
and in 1884 the number of such pat- 
a owned by them had increased to 
220. 

The owners of the basic patents were 
thus enabled to issue licenses to manu- 
facture not only Glidden wire, but also 
a variety of other selected styles. They 
likewise acquired a similar advantage 
in the matter of machines for making 
barbed wire. 

With a view to stabilizing the rapid- 
ly developing industry, and to mini- 
mize the difficulties arising from pos- 
sible infringement litigation, a general 
ruling was made that patents owned 
or controlled by applicants for license 
to manufacture should be transferred 
to the licensers as part of the terms 
of license. 

The refusal of certain inventors and 
manufacturers of barbed wire either 
to sell patent rights or to acknowledge 
the supremacy of Washburn & Moen 


and Ellwood, and their determined per- 
sistence in the stoutly claimed right to 
independent manufacture resulted in 
the appearance on the market through- 
out the Middle-West and Southwest of 
quantities of so-called “moonshine” 
wire. 

In the consequent litigation, the 
most determined and the ablest oppo- 
nent of Washburn & Moen and Ellwood, 
until the entrance of John W. Gates in 
the early 80’s, was Jacob Haish. 

After nearly two decades of inces- 
sant struggle in the Federal courts, 
marked by decision and reversal in 
original and appellate tribunals respec- 
tively, the United States Supreme 
Court on Feb. 29, 1892 rendered a final 
decision establishing the claim of 
Washburn & Moen and Ellwood over 
all competitors. 


Summary 


It is aimed in the foregoing to touch 
only some of the high lights of barbed 
wire history, citing enough to render 
it clear that the invention of Hunt and 
Smith, patented in 1867, and of Kelly, 
in 1868, embodied the basic ideas in 
barbed wire construction. 

Then came Glidden and Haish, al- 
most neck and neck, Glidden slightly in 
the lead, with a design which has been 
steadily a favorite for upward of a 
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New York, 2 Hudson St. 
San Francisco, 116 New Montgomery St. 


BATHROOM 


The Kind You'd Like In YOUR Home 


Brass. 


our catalog. 


American Ring Company, Waterbury, Conn., U.S. A. 


BRANCH OFFICES: 


Good appearance helps to sell bathroom 
fixtures but the quality must be there to 
keep them sold. reece Fixtures are beau- 
tiful in design and in finish and are 
made from the only metal that will give 
real service in the bathroom — Solid 


The Re [ine covers every need. 
It describes over 300 items—a 


fixture to meet every taste and purse. 


Chicago, No. 29 E. Madison St. 
Boston, No. 170 Summer St. 


FIXTURES 


Send for 
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half century. For some years Haish, 
whose famous “S” barbed wire was 
practically the equal of Glidden’s, re- 
mained the closest rival in the race, 
until by an agreement, which included 
concessions on both sides, he yielded 
his independent operation and accepted 
from Washburn & Moen a license to 
manufacture. An impartial examina- 
tion of the evidence leads to the fol- 
lowing three conclusions: 

1. That both Joseph F. Glidden and 
Jacob Halsh were inventors of 
barbed wire in separate and dis- 
tinctive designs. 


2. That each produced at least one 
style which proved highly success- 
ful and profitable; but 

3. That neither Glidden nor Halsh 
was the first to conceive the idea 
of prongs, spurs or barbs to be 
applied to wire fencing, this fea- 


ture having been previously cov- 
ered in each of the patents 
granted to Hunt, Smith and Kelly. 
There are now to be seen in the In- 
dustrial Museum of the American Steel 
& Wire Co. in Worcester no fewer than 
140 different styles of barbed wire. 
Models of more than 100 additional 
styles were located by the writer some 
months ago at the Patent Office in 
Washington. It is expected that even- 
tually these will be added to the Indus- 
trial Museum collection. 
Amid Jacob Haish’s numerous busi- 
ness interests, the one relating to his 


PET VALVE 
~ Aueeer 


BRASS 
RETAINER 
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fighting days held first place in his 
memory, mind and affections. Some 
years ago, so’ that “he who runs may 
read,” and, reading, may accept his 
dictum, Mr. Haish placed above one of 
the entrances to his ornate and spa- 
cious residence a placard, still there, 
which reads: “Jacob Haish, Inventor of 
Barb Wire.” 

That he was an inventor of barbed 
wire, and unusually prominent as such, 
cannot be questioned. For this he just- 
ly receives full and unstinted credit. 
The equally established fact, however, 
which Jacob persistently refused to ad- 
mit was that there were others, both 
before and in the running with him, 
whose barbed wire designs ranked with 
his own and practically nullified his 
claim to priority of invention. 

In the main lobby of the Patent Office 
in Washington is an interesting dis- 
play of United States letters patent 
granted for inventions which have been 
epoch-making in their resulting bene- 
fits to mankind. It is significant that 
the single barbed wire patent given 
a place in this industrial “hall of fame” 
is No. 157,124, granted to Joseph F. 
Glidden on Nov. 24, 1874. 


“Young man, have you been duly 
registered?” 
“Naw. I ain’t no prize poodle.” 


—S. Cal. Wampus. 
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quated tomorrow. 
Seat Well, 


have something out of the ordinary to offer prospective purchasers. 


When you consider all of the elements entering into the sale and installation of Myers 
Well, House and Cistern Pumps—after you compare them point for point 
with others—we will be glad to have you write us for information, catalog 


and prices. 


- 


aS 


7 
YER 
DUS a PURPOSE 
[HAY TOOLS & DOOR HANGERS) 





THE FLE.MYERS & BRO.¢co. ge 
ASHLAND, OHIO. 
ASHLAND PUMP AND HAY TOOL WORKS 


Service demands change from year to 
year—modern equipment today is anti- 
Myers Glass 
House and Cistern Pumps 
have kept pace with modern require- 
ments—they stand on their own record 
for superior pumping service. The Pat-. 
ented Non-Corrosive Glass Valve Seat, the Patented Easy Operating, Rolling Motion Cog 
Gear Head, the Patented Adjustable Base, the Handy Reversible Spout—the extra large air 
chamber, galvanized set length, full sized cylinder and other special qualities essential to 
long-time, dependable service, qualify them for so many pumping duties that Myers dealers 


Redwood Flower Box 


Has Metal Container 


Made of selected, kiln-dried Califor- 
nia Redwood, the Delaware DeLuxe 
Co., 21 Lake Street, Delaware, Ohio, 
has recently placed on the market the 
Delaware DeLuxe Flower Box, 12 in. 
in length, 10 in. in width and 9 in. in 





depth, weighing, complete with metal 
container, 5 Ib. 

Inside of the redwood box is a heavy 
galvanized steel dirt and flower con- 
tainer, reinforced at the top by a bead 
and pressed iron corners. All joints 
are securely soldered. It is available in 
enamel-finished colors of cream, can- 
ary, gray, green and brown; also 
stained and varnished in natural red- 
wood finish, as well as unfinished “in 
white.” 
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Sets Teeth Alike on Both Sides 


The Oscillating Plunger (an exclusive feature) per- 
mits user to set plunger to exact pitch of tooth. 
Plunger comes in contact with tooth at proper angle 
—no interference with any other tooth, either ahead 
For this reason 


or back of the tooth being set. 
the 


“Pistol Grip” 
Saw Set 


is the only Saw 
Set which makes 
it possible to set 
the teeth on both 
sides alike, clear- 
ing the saw equal- 
ly on both sides 





and preventing it 7 
from cutting or April 8, 1924 
running to one 

side. Patented 
Packed one in Oscillating 
box. Plunger 





Manufactured by 


E. C. STEARNS & COMPANY 
Syracuse, N. Y., U. S. A. 


Salea Representatives: 
W. R. VOORHEES & CG., 417 Market St., San Francisco, Cal. 
THOMAS A. TROY, 150-152 Chambers St., New York, N. Y. 
GEO. J. M. RAMSDEN, Canadian Representative, St. Thomas, Ont. 
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“KEYCO” Sure Grip Pipe Wrench 


Wonderful grip. Super strength. Made from 
Alloy Steel heat treated by our own process. 
Light and handy—can be used with one hand 
on pipe, nuts or studs. Instant release. Sizes: 
7 and 9 in. Widely adaptable. “Keystone 
quality.” Write for Discounts. 


The Keystone Manufacturing Co. 
Sales Representatives—Surpless, Dunn & Co. 
Buffalo, N. Y. 


New York Chicago 
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Indianapolis Convention 
(Continued from page 31) 


by these amalgamations, the increase in efficiency and 
the saving in losses are a very large profit in them- 
selves. All of the veterans in the hardware trade re- 
member the dire predictions that were made at the 
amalgamation of the steel corporation. Now we see, 
in the vast sales and the enormous profits of the steel 
corporation, that its founders were men of keen fore- 
sight and a sure vision. The retail merchants them- 
selves, in discussing the hardware situation in groups 
between the sessions of their congress, indicated that 
they also appreciated the results that had been 
achieved by amalgamations and the setting up of a 
central efficient and well-trained management. 

I was informed that these meetings of the retail 
associations are always open. None of their discus- 
sions is behind closed doors. I was also informed 
that cordial invitations had been sent out to all the 
leading hardware manufacturers and wholesalers of 
the country to attend this session. There was just 
a corporal’s guard of manufacturers present. There 
were also about a half dozen representatives of whole- 
sale hardware houses. This situation is something 
that is entirely beyond my understanding and com- 
prehension. The retailers assembled came from every 
part of the United States. There are many wholesalers 
and manufacturers in the country who sell goods 
practically everywhere or who sell goods in large 
sections of this country. May I say that these manu- 
facturers and wholesalers were conspicuous by thei: 
absence from probably the most important hardware 
convention that has been held in this country for 
many years—possibly the most important hardware 
convention that has ever been held in this country? 


* * % 


What is back of it all? In writing these words I 
am not expressing my own thoughts only. I do not 
hesitate to say that many of the retailers asked me 
the question why the manufacturers and especially 
the wholesalers had not accepted their invitation. Of 
course it is true that the official representatives, the 
secretary of the hardware manufacturers’ association 
and the secretary of the hardware wholesalers’ asso- 
ciation were present. However, the retailers did not 
seem to think that the presence of these officials alone 
showed the cordial and sympathetic interest that they 
had a right to expect of these other branches of the 
trade. 

* %* ¥* 

If anyone interested in the evolution of the hard- 
ware trade did not have time to read all the addresses 
and discussions, I at least recommend that they care- 
fully read the keynote address made by Mr. Hatcher, 
the former president of The National Retail Hard- 
ware Association. I am very much tempted to quote 
in this article some exceedingly significant passages 
from this address. The most stupid man in the hard- 
ware trade—whether he be manufacturer, wholesaler, 
association official or retail merchant, cannot fail in 
reading this address to be struck with some utter- 
ances that no doubt have been calmly considered and 
conservatively worded and that, coming from the head 
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of a thoroughly organized association of 25,000 retail 
hardware merchants, should be carefully weighed and 
most thoughtfully digested. 


* * ~ 


The entertainment features of the convention were 
very ably carried out by the local staff of the associa- 
tion and by local manufacturers and jobbers. No de- 
tail for the comfort, pleasure and entertainment of 
their visitors was overlooked. A souvenir was pre- 
sented to each visitor that, it seemed to me, was par- 
ticularly appropriate. It was a book of verse by 
James Whitcomb Riley, attractively bound in leather 
and with the name of the guest of the convention 
printed in gold on the cover. This book was especial- 
ly printed for this occasion. Needless to say, James 
Whitcomb Riley was a native of Indiana and of In- 
dianapolis. The book was printed by a local publish- 
ing concern and also bound by them. The box in 
which the book was delivered was also made in an 
Indianapolis box factory. Therefore, from author to 
publisher and printer, the entertainment committee 
of Indianapolis was presenting a souvenir that, in a 
most peculiar manner, reminded one of the genius of 
this Hoosier city. 

*% * * 

Often I have heard the question asked—‘“‘What has 
produced so much genius in one place? Is it the 
abominable climate, the flat corn fields and the muddy 
streams that have produced so many statesmen, diplo- 
mats, poets and authors in the vicinity of Indianapo- 
lis?” This is a question I can not answer. It just 
“is.” There is no more reason why Indianapolis 
should produce such talent than why New Britain 
should be one of the greatest hardware manufactur- 
ing cities in the world. In New Britain they have 
neither coal, water nor gas and, if I remember cor- 
rectly, you even have to change cars from the main 
line to get to the town! New Britain just “is.” Why 
did Athens become the wonder city of the ancient 
world? Why did her philosophers become recognized 
as the greatest the world has ever produced? We 
do not know. Athens just “did.” Why did England, 
a small island in one part of the world become the 
greatest world power? She was dependent upon the 
rest of the world for all of her supplies. Why, on 
the other side of the world, has another island de- 
veloped a people who have become the masters of the 


Orient? 
*% * * 

The answer, if there is an answer, is that when 
one does not have opportunities, when things come 
hard, then the evolution and development comes from 
within. Therefore we conclude that it is best for 
all of us—it is best for our development—when we 
realize that we must work out our own salvation. 
Somehow, this is a thought that I have about The 
National Retail Hardware Association. They must 
not look to others for help. They must be self-de- 
pendent. They must banish fear and have great cour- 
age. My feeling, from what I saw of them at this 
convention, is that they have little to fear and that 
when the general summing up comes it will be found 
that the retail hardware merchant of the United 
States has been abie to give an account of himself. 
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Always the Same 


For more than eighty years 
COES Genuine Knife-Handle 
Screw Wrenches have given 
unfailing satisfaction, because 
their quality has always been 
the same. They HOLD trade. 


Why risk losing customers 
with screw wrenches that fail 
to measure up to the COES 
standard? 

Your Jobber will supply you 
in sizes 6” to 21”, 


joer 
| Buyers 
@talog 


ee 
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COES WRENCH Co. 


“In Business Since 184]”’ 











SsULEUAUUIAASTUUAENNUOUTONNAE GT TAA TUATHA ALLO 


Worcester Mass. 
SELLING AGENTS 
3. © Mea GB Giiivsicces 29 Murray Street, New York 
JOHN H. GRAHAM & CO...... 113 Chambers St., New York 
FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 
| PaineToggleBolt 
aine | oggleBolts 
The oni ng type toggle 
= He ante 
The wings open in- 


stantly in any position 
in hollow material. 
Any style head 
Any length bolt 
Standard bolts threaded 
to head 
Requires no guiding— 
just insert—The spring 
does the rest. 
Samples on request— 
no charge 


THE PAINE COMPANY 


Cor. Sacramento Blvd. & Carroll, Chicago, Ill. 
33 Warren St., New York, N. Y. 

















\ Reltaloypy TRE 


“Buffalo” standard hardware 
grade wire cloth is quick sell- 
ing because it is superior 
value—accurate mesh, uni- 
form selvedge, thoroughly 
galvanized, moisture does not 
harm it. We can also supply 
window screen wire cloth in 
black, galvanized or bronze 
wire. 

Write today for catalogue No. 8-A.B. 


BUFFALO WIRE WORKS CO., INC. 


(Formerly Scheeler’s Sons) 
518 Terrace Se ta Buffalo, N. Y. 
UU EE 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 
“Hammer the Hammer” Revolvers 


Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers 8St.; Chicago, 108 W. Lake 8t.; 
San Francieco, 717 Market St.; New Orleans, La., 625 Pine St. ; 
Ogden, Utah, 2327 Grant Ave. 











Make Your Own and Save the Money 


Good sign writers and 
painters know that at- 
tractive store signs 
make big money for 
dealers, so they charge 
big prices for lettering 
them. 

Anybody can make 
neat, attention compel- 

ling signs of all 

kinds with a Nation- 
al Show Card 
Writer outfit 
and the cost 
is small. Make 
your own signs 
and save the 













Wri t e for 
Folder and 
Prices. 
1602 University Ave. 


St. Paul Minn. 


National Sign Stencil Co. 
Pacific Coast Office—-206 Chotiner Bidg.. Los Angeles, Cal. 














HACK SAW BLADES MACHINES 





“REDUCE YOUR COSTS” 


Samples furnished for testing. 
Write for catalog and prices. 
Sold by Jobbers. 


DIAMOND SAW & STAMPING WORKS 
BUFFALO, N. Y. 

















M=KAYs0 BUMPERS 






—and the better black chains in the red 
band bag are both of them profitable to 
sell. And they do sell. Get our proposi- 
tion and profit. 


UNITED STATES CHAIN & FORGING CO. 
UNION TRUST BLDG., PITTSBURGH, PA. 


MCKAY TIRE CHAINS 


M°K. 
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On the Selling Price 


SK the average man how many 
days in the month of June. He 
will start to answer you by reciting 
a generations-old rhyme _ about 
“Thirty days hath September,” etc. 
There are some things which he 
learns easiest by rote, by sing-song. 
We believe we might do something 
really practical for the merchandising world, even 
though undignified, did we start rolling some lilting 
rhyme about basing mark-up figures “Not on buying, 
then they’re lying, but on selling, then they’re ‘telling’.” 
It is surprising how long it takes the light of modern 
methods to percolate into some mercantile establish- 
ments and to make clear the fact that when the figuring 
of mark-up is based upon the buying-cost, it is decep- 
tive in the extreme and that when it is based upon 
the selling-price, it is satisfactory and dependable in 
every respect. 

There are any number of good reasons why this should 
be so. Among them the following are most important: 
Selling-costs are usually figured on the basis of selling- 
prices and therefore mark-up should be, too, so the two 
can have true percentage relation to each other. The 
buying-price basis gives the customer, when he knows 
the percentage, an exaggerated and unfair idea of the 
profits made. Remember 50 per cent on the cost only 
equals 33 1/3 per cent on the selling price. The selling- 
price basis enables the establishment to quickly figure 
from the cash-register total what part of the money 
really means profits. The selling-price basis rewards 
your selling-expense investment as well as your mer- 
chandise-investment, which is as it should be. The 
selling-price basis is the correct way to figure profits 
because no profits are created or exist until after the 
sale. Practically every really-successful store, and all 
of those with modern methods, such as the big depart- 
ment stores and the many chain stores, use the selling- 
price basis as their method of figuring mark-up. In 
due season every store will use it and then we will 
marvel that any could once have done differently. 








4 








There is some talk of opening buying stations at the 
ninth hole of all business men’s golf courses. It is in- 
tended to furnish the members with a convenient place 
to interview traveling salesmen while waiting to start 
the second nine. 

Poor pitching may give a batsman a base on balls, but 
home runs only come from hitting the ball. 

A suggested slogan for some men we know: “If golf 
interferes with your business, cut out your business.” 

The hardest working merchant we ever knew, failed. 
He never took time off to think. 

Cut price sales should either lead the procession or 
bring up the rear. The most foolish thing a merchant 
can do is to stage a price cutting sale at the height of 
the season when people need the goods and are willing 
to pay for them. 
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An Outline of Bicycle History 


HE first attempts to produce anything that can well 

be styled an ancestor of the modern bicycle were 
made in the early part of the nineteenth century. These 
were nothing more than two wooden wheels connected 
together by a perch upon which the rider sat, propelling 
it by thrusting his feet on the ground after the fashion 
of the modern invention, the “kiddie car.” 

M. Neipice, a Frenchman, and Baron Van Drais, a 
German, invented this machine at about the same time, 
1816. It was called by several names, Celeripede, 
Draisine, Dandy Horse and Pedestrian Curricle. The 
original machine is said to be in the Municipal Museum, 
Vienna. 

In 1840 Kirkpatrick MacMillan, an Englishman, was 
the first to invent a bicycle driven by leg power. The 
machine was of wood and was driven by levers and 
swinging pedal rods to cranks on the rear wheel. 

The machine which really started the development 
of the bicycle industry was the velocipede or “bone- 
shaker” in form similar to the original, Celeripede, but 
with cranks and pedals to the front wheel. Pierre 
Lallement, a mechanic in a Paris carriage factory, first 
applied pedals to this machine in 1863. In 1865 he came 
to America and constructed a similar machine at An- 
sonia, Conn., on which he rode and exhibited in New 
Haven, Conn., while working as a mechanic in that 
vicinity. This was the first American bicycle and 
Lallement obtained the first bicycle patent in 1866. 

Other claimants to this honor have cropped up from 
time to time, but it has been conclusively proven that 
the Lallement machine was the first of its kind in 
America.—Bicycle News. 





“Give me a cheap pair of pliers,” said a farmer who 
walked up to the counter, one hand in his pocket, ready 
to pull out a quarter. 

“All right sir,’”’ responded the alert salesman. “We 
can give you a pair as cheap as you want. Do you 
want a pair for all round use, or are these for some 
special purpose ?”’ 

“Oh, I just like to have a pair around the barn for 
anything I need ’em for,” the farmer replied. 

The salesman laid half a dozen pairs of pliers on the 
showcase in front of the man. “This pair,” said he, 
referring to one, “is a twenty-five cent pair. They’re 
pretty small, but they’ll take hold of a three-quarter 
inch pipe. Here’s a pair for forty cents that will take 
inch pipe. But if you want a pair that will do about 
everything pliers ought to do, here’s a pair for a dollar 
that are dandies. See that wide cutting surface easy 
to get onto a wire and long handles so you’ve got plenty 
of leverage? They’ve got a flat grip for flat work and 
a round grip for round work and they’re forged steel 
with one handle a screwdriver and the other a reamer. 
When you get a pair of those, you’ve got something.”’ 

There’s a salesman who isn’t just standing there and 
handing out whatever is asked for without using any 
brains. He sold the better pliers and every day he 
sells something better than the easy way would sell. 
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Style A 


CAROLUS CUTTERS 


The Style A is a Straight or Side Cutting Bolt Cutter. 
Carolus also offers you the Style B, or Straight and End Cut; 
also Style N, Straight and End Cut with Nut Splitter. Steel 
Plates hold Jaws rigid, giving straight — at all times. 
Made in SIX SIZES and THREE STYLES 

If your Jobber cannot supply you, write us direct for 
literature and Prices. 


CAROLUS MFG. CO. Sterling, Ill. 


Sales Representatives—Surpless, Dunn & Co. 
NEW YORK, CHICAGO 

















SCREW EYES 


SINCE 1848 


M. S. BROOKS & SONS 


CHESTER, CONN. 
Mfrs. of Bright Iron 


and Brass Wire Goods 














SpEcIAL WirE Goops 
MapE TO ORDER 
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TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 








comune Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 
famous Round and Oval Punches. 


facturing 
finest quality of materia!n. 





Belt Punches Arch Punches 


Spring Punches Revolving Punches 
varied and attractive line for the Hardware Trade. 


The above tools will please your customers, as well as our 


ber we have had ninety-nine years of successful manu- 
ence, employ only skilled workmen and use the 


We stand back of every tool we make. Try us. 
W rite ont Catalog 


STA BLISHED 1826 
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No. 430 


er isa GRIFFIN 
Hinge made {or par- 
ticular we with every 
door that swings in. 
buildings large or small 


RIFFIN 








ERIE PENNSYLVANIA 





ranch Offices__, 
45 WARREN ST NEW YORK 
74 W. LAKE ST CHICAGO 


26 BINFOAOD ST. BOSTON 
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Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. : 

Department Stores carrying hardware and housefurnish- 


ings in the United States. 
Sincnfactenese’ Agents in United States, Canada and 


Foreign Countries. 
Automobile Accessories Jobbers. 
Dealers in Mill, Steam, Mine and Machinery Supplies. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 
_ Mail Order Houses handling hardware and housefurnish- 
ings. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful geide for salesmen’s calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in his grip. Since the previous 
issue was published there have been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 


Hardware Wholesalers find Verified List of great value in 
‘‘checking’’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 














Tires and Accessories 
Belong in the 


HARDWARE STORE 


Manufacturers who want real distribu- 
tion will do well to cultivate the market 
available in the hardware field. 


Hardware merchants know merchandis- 
ing. They can sell accessories, thousands 
are already doing a good business in this 
line. 


Tell them your story in Hardware Age. 


fl tsi Dire 

























































Mi July 29, 1926 





_ 


































































































| 





















































ARRUAARUAAARU ARR ADAM DADAM ADM UDAAUDDDDAAADAAADAAMUAAMAAAAAAAMDAMADAADAAAMAAAAMAAMUOAAMO OA 








pL 


record of more than fifty years of 
successful accomplishment _ be- 
hind us, we know that this product 
cannot be made better or priced 
fairer than we make them and 
price them. 





TUBULAR RIVET & STUD 





a) | Wun ' 


S originators of the Tubular 
and Clinch rivets and with a 


Coast Representative 


J. T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 





COMPANY 


BOSTON 
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The Lock for Profit 


No. 4202 is one of a long line of medium 
priced padlocks for which the Eagle Lock 


Co. is noted. 


This lock will retail for as low a price as 25c 
and return an extremely profitable margin. 


No. 4202 Specifications 


Iron—lIvory black 
Self-Locking 

Iron Spring Shackle 
2 flat steel keys 

6 key changes 


No. 42024%,—Same Lock—Brass Plated Finish 


The Eagle Quality Line 


Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 


Wood Screws 


Eagle Lock Co. 


General Sales Office 





ALG mvs Carorm 26 Warren St. New York RIO mye OAT OrR 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 

Works at Terryville, Connecticut 
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The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentioning 
here week after week are getting into action. We under- 
stand they have been boosting ‘‘Perfect’’ Screen and Hard- 
oiling ware cloth. All the neighbors are talking about its quality 
WIRE CO and fine appearance and passing it on to their friends. 


LUDLOW SAYLO® 


It started some time ago when our Dealer Friends insured 
themselves against dissatisfied customers by selling better 


Wire Cloth. 
And now all their efttorts are being rewarded by repeat 
sales and new customers. 


If you are not meeting these folks ask your Jobber to 


tell vou about “Perfect.” 
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LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. Painted 





UM 


Galvanized 
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‘HIT THE TRAIL HOLIDAY’ 

















It’s a far cry from the mushers of ‘49 to our present- 
day tourist. The glamour of “Gold” has long since 
gone but still an endless stream of wanderers flow 
through the beauty-spots of our country, drawn on by a 
greater lure. 


And while some prefer to frequent hotels and farm- 
houses, still a great portion prefer to “rough it,” in 
emulation of “those who have gone before.”’ There 
is a no more rabid body of hobbyists than these 


campers. 





You don’t have to search them out in your locality 
to sell them. A well-arranged window display of camp- 
axes, cots, camp furniture, hunting knives, tents, fishing 

tackle and other things dear to the heart of 
the lover of the “out-doors” will draw them 
to your store. 
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Wood 
Screws 
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BRIDGEPORI. CONN. 


Trade Mark 


THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 
Representatives: 


E. Quigley, Detroit 
Milton Pray Co., mg A Francisco, Los Angeles, Seattle 


G. M. Baird & Co., Memphis, Tenn. ~ 
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For use on Hinged Windows swinging in, Bedroom Doors, 
Etc.: they hold the window or door open in any position 
without the use of an adjuster or holder. 

This Hinge is designed on the simple principle of a Brake- 
band. The double knuckle leaf is fastened tight to the pin; 
the single knuckle passes clear around the pin and is fastened 
to the leaf itself by two set screws, which can be adjusted to 
give any desired amount of friction. 


The use of these Hinges eliminates that annoying condition 
of windows and doors slamming. 


Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 


Attract 
Home 
Builders 


Your most 
desirable trade 
with a display of 


7IMMERMAN 


FASTENERS for SHUTTERS and CASEMENTS 








Zimmerman Fasteners are in active demand, and fast 
sellers at a liberal profit to you. National advertising has 
put Zimmerman Fasteners among the money-making special- 
ties for hardware merchants. Old homes, as well as new 
ones, are using Zimmerman Fasteners for Shutters and 
Casements. 


The New Zimmerman Casement Fastener is making a 
big stir among architects, builders and home owners. Get 
our sales helps and be ready to supply the present and 
coming demand. 


Se Our dealer proposition allows you trade 
discounts that yield you a liberal profit. 


THE G. F. S. ZIMMERMAN Co., INC. 
4 Broadway Frederick, Md. 














Reichard Magic Weeders 


—bring greater profits as well as 
greater customer satisfaction. Their 
distinctively superior features— 
especially the Spring Tooth—will at- 
tract interest that can be most easily 
turned into a complete sale. 
Reichard Magic Weeders are easy 
to use—just half the labor with 
better results. 


Write Reichard for data—nine 
models with big profits. 


F. H. REICHARD MFG. CO. 
BANGOR, PA. 



































Curiosity 


| Creates Customers 


GOOD window display is the 
0A best cutlery salesman you can 
engage. No man can resist 
the glitter of a well-arranged knife 
assortment; it stops him every time. 
Once his interest is aroused it’s an 
easy step to a profitable sale; profit- 
able not only in the gain from that 
one sale, but in the building up of 
good-will for continued business. 


The merest novice of a window- 
trimmer can qualify with the best 
by taking advantage of the display 
ideas in Hardware Age. 
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WOOD SCREWS 





CONTINENTAL WOOD SCREW CO. 
New Bedford, Massachusetts, U. S. A. 








Better 
Machine Screws 


for the 
Hardware Trade 


HARVEY HUBBELL 


MACHINE gp SCREWS 
BRIDGEPORT CONN. U.S.A. 


Ew YORK, &.Y. 
90 BAST eur SY 
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Rubber Chair Tips 


of six different styles and sixteen different sizes 
in a neat showcase display box. They prevent 
injury to the floors and muffle noise without leav- 
ing a mark. 


Our Catalogue shows our complete line of 


rubber specialties with 
prices. Send for it. 


Elastic Tip Co. Buyer's 
370 Atlantic Ave. in| @talo 
Boston 























View of the spacious salesroom of Chas. W. Walmer 
Hardware Co., Wilkinsburg, Pa., which has increased 
sales better than 300% on many lines within a period of 
less than six months. Refer to May 20th and June 3rd 
issues of Electrical Goods for complete story. Heller 
Equipment played an important part. If you are seri- 
ously interested in increasing your sales MAIL COU- 
PON TODAY. Study the Heller plan, then let your 
own judgment tell you what to do. 


W.C. Heller & Co. 20 Vesey'st., Now York City 


Please tell us how Chas. W. Walmer Hardware Co. increased 
sales 300 per cent. Send interesting literature on your service. 
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Spargo Wire Co., Rome, N. Y. 





Bronze ana Copper 





FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 
part. 

And besides its attractive appearance, du- 
rability is woven into every square foot of it. 

Write for prices. 
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_ | make him a booster for you. 
| See your jobber’s catalog. 


| Flexible Steel Lacing Co. 


REG U.S. PAT. OFFICE 





Alligator Steel Bele 
Lacing and joined _ with 
Alligator Sectional Steel 


| Rocker Hinge Pins are the 


best protected and most 
eficiently joined on earth. 
They are exempt from most 
belting troubles. And the 
correct size of Alligator 
Steel Belt Lacing will give 
eficient service on every 
belt used on the farm, on 
modern shop, mill or mine 
equipment. 


Recommend Alli ga- 


| tor Steel Belt Lacing and 


give your customer the sat- 


isfaction with both his belt- | 


ALLIGATOR — 
STEEL BELT LACING 
, : re rend { ELTS | steel-ended oy 


| 





ing and lacing that will | 


4616 Lexington Street, 
Chicago, Illinois 
In Enaland, 
at 135 Finsbury 
Pavement, 
London, E. C. 2 


















DROP FORGED WELDLESS | 


EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


Cpwwe omen 


VY,” Diam. with Eye 7%” Inside 
Yn” 6 66 6 IZA” 6 
Y4/’ ee 66 66 13” 66 
66 ae e¢é YA” 6é 


Quick Shipment 





Oliver Iron and Steel Corp. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 








have been the standard 
since 1865. Style shown 
our Shaver No. 00 is a big 
seller for home use. 


American Shearer Mfg. Company 
Nashua, N. H. 





PRIEST’S CLIPPERS 











American Can 





AMERICAN CAN COMPANY 





ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 


ENERGY ELEVATOR CO. 
211 New Street, Philadelphia 











J. L. THOMPSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 
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“YANKEE” VISES are DIFFERENT 


Designed for Tool and Pattern Makers and Other High Class Mechanics 


VUutside accurately machined. 
Swivel Base Quickly Removea. 
















and ACCURATE 


Adjust the work to 
the Vise, turn a set 
screw——remove from swivel base and the Vise takes 
the place of a jig, allowing the work to pass thru the 
machine operations and return to swivel base on work 


Fil 
Fi Hi st 
Hii hit ti 


: i 







si 




















| 
bench for finishing, without change. This appeals 


to all who use and appreciate high grade tools. All jobbers can supply. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia, Pa. 











SPRING HINGES 


of 
Recognized Quality 
A Type for Every Requirement 


The ‘Triplex’”’ 


Recognized 
by 


Architects 


Contractors 
and 


Dealers 









— for FORD CARS 


Careful study has been made of the wrenches 
recommended for servicing Ford Cars, thus 
insuring wrenches that will fit the nuts and the 





as 


A Spring Hinge of 





space in which they are to be used. Type 2001 Quality 
Sell Definite Purpose” Socket Wrenches The character of your business is reflected by the 
that fit the Job. quality of merchandise you sell. Chicago Spring Hinges 


: ) 
Mek. vour.jether’s are a credit to any dealer’s stock. 


salesman for informa- 


tion about wrenches ~-(CHICAGO)— 


designed especially for 
Ford Cars or write us SPRING HINGES 


for Catalog No. 500. Send for Catalogue H42 


ALDEN~ WORCESTER 
A met pene ce cr pee ee tin  F All Steet, Socket Weenches,~ in the 


475 SHREWSBURY ST... WORCESTER. MASS., U. 8.A. 


Among the new 
wrenches, there is one 
complete wrench for 
Ford Main Bearings— 
also special wrenches 
for 1926 Models. 















Chicago Spring Hinge Company 

















Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., "72.8 


Selling Agents 
Wiebusch & Hilger, Ltd. 


all j 7 
No. 1111—6 inches Wide Heel Cut Back New York 
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FORSTNER BITS 


pag pe Bee gg 


ee — oe 


THE PROGRESSIVE MFG. CO. - 





One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Cuowier Rim instead of its center, congoquenty it will bore any 
ed in any direction regardiess of grain or — 


expeditious 
bo er cae ven ecreen work, on oe bg fancy 
cael cult columns, sue, a ben mualéien and mortising, etc. 


- lished urface. t is preferable 7 more 
ea than chisel, — . P 


- TORRINGTON, CONN., U. Ss. A. 








WANTED REPRESENTATIVES 
TO 





























1H€ STEWART IRON WORKS Co. 


NCORPORATIO 


225 Stewart BLOCK CINCINNATI. OHIO 






WINSLOW-S 


The Samuel Winslow Skate Mig. Company 
Wercester, Mass. 








BARROWS 





ins 






C for 
STERLING MILWAUKEE 
WHEELBARROW CO. WISCONSIN 








DROP FORGED 
WRENCHES 


an es ane proportioned to give stiff- 
lle strength. Made accurately 


and *— in machining and finish. Send for 
Oatalog B-23. 


ARMSTRONG BROS. TOOL CO. 


814 N. Francisco Ave., Chicago, Ill., U. 8, A. 












Waste — Mops — Wicking 
Cleaning Cloths 


ae & Cotton—Chemical Cotton 
tton Clotheslines 
Send for samples and prices 


MASSASOIT MANUFACTURING _" 





<as80 GD G5 GS Fall River, Mass. U. A. 
New York Office - ---+-=--=+-=+-=+ = = 350 ne e_ 
Chicago Office --+-+-+«-. 189 West Madison St. 














Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 


The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 











Tungsten Lamps is shown by 20,000 re- 
tailers and 500 jobbers who sell them. 


eee —y ee 


Lamp 
DanVers, Mass. 


“Licensed under the General Electric 
Company's Incandescent Lamp Patents.*’ 


Confidence in Lfampion, Brand 
YZ 1 
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‘Superior’ Screw Driver Bits 


Five Sizes, 14 to % inch 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 








NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 
The New Britain Machine Company 


New Britain Connecticut 














‘screw “LENOX” DRIVERS 7 
: “The Toots in the Puuid Bor” 3 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS., 


MACK SAWS - BANC SAWS — SCREW ORIVERS - GLASS CUTTERS 








DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 
HENRY W. PEABODY & CO. 
17 State Street New York City 

















THE INFLUENCE OF MILLIONS 


of attractive advertisements yearly which create demand for Lorain 
O11 Burner Oook Stoves should mean greater profit for you. Get 
acquainted with the supremely good 1926 Lorain Burner. Consider 
the sales continually made by satisfied users and the wonderful 
reputation of the manufacturer. Only by selling Oil Cook Stoves 
equipped with the Lorain High Speed Burner can you share these 
profits 


AMERICAN STOVE COMPANY St. Louis, Mo. 




















CRAYONS 


For Every Purpose 


STANDARD CRAYON MFG. CO. 


DanVers, Mass. 














TRADE MAAK Catalog 
BROWN & SHARPE ME¢ 


BROWN @® SHARPE 
suelo) ew 
Milade Best 

They Give Complete Satisfa O 


5. CQO, Provicer 
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American Steel & Wire 


WIR = 













Chieago, New York, Bestes 
Denver, Birmingham, Dalles 
U. 8. Steel Products Ce. 
Sam Francisoo, Los Angeles, 


ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 





around the socket-holes, so that even the smaller Portland, Seattle 

sizes will stnad all the strain the best made 

+ ange = A ly. wr... a, process —— 

eep, perfect orm socket-holes—no chi ay td 

the bottom. e entire length of the ALLEN is NAILS, gan en ree, "Ellwood Junter or, Lym 
utilized either for solid metal at the point, or depth of socket ZINC iS, SPIKES. 1 Seite American, a yo 
se _ —— = > —s ne } Pan in.; any N ottenal, U. S., Banner. Steel Gates. : 
eng po or threa so Socket-hea ap crews, a —_ TEEL 
Extensions and Socket Wrench Sets. Dealers: Write foe ANNER (former! oncnne - soeemnee 
catalogue and sales proposition. rer TIES: Old reliable brands. 

TELEPHONE WIRE. 
139 SHELDON ST. WIRE for every purpose. 














CUSHION 
hs. RE 





‘A Good Seller IVYERS 


Our mortise set No. 250-B is a 
good seller. Sturdily built with 
attractive lines, beautifully de- 
signed Glass Knobs, ground and 
polished, silver backed, giving 4 
high lustre. Our Patented Dead 
Bolt Night Latch 




















H —— perfect shelf service for any line of merchandise. 
tread steps, properly spaced, with convenient full 
leach handholds on both sides of ladder permit mounting 


to 


= 














is anotl : H or descending with ease. Both hands free to remove or 

ine. a ee € °g eae {| replace on er danger of falling. Cushioned Tired 
Send for New (taleg| hie 1 Trolley and Truck Wheels. climinate noise and prevent 
Catalog No. 7 “Eo H vibration. Erection as simple as A, B, C. Utilize 








small space. Make top shelves safely available ’ 


<@OINDEPI PEN DENTIOCK( Co“ CD o stock As oe ag of 2 j 


Tal cnn Teme 
| D, 
Fitchburg, Mass., U. 8S. A. @ AN 


in use: pg LA 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass request. am 110. 


RANITE STATE 
LAWN MOWERS 


are good merchandise to carry from 
a sales standpoint—and A-1 value 
from the users viewpoint. 


You’ll like them. 





























of QUALITY 


Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 
Representative jobbers distribute A-P 
products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 
ALLITH-PROUTY CO., all Ill. Granite State 


Mowing Machine Company 


HINSOALE N 











STeaATTON "ser 
HANDLES reainens wie ate 


ing. Awarded the Silver Medal . 
Fer Small Tools, Utensils, Electrical Goods, Etc. baa ,_ offered) at the Panama- Pacific Exposition. 
: : : ro 
Enameling, both baked and air dried. Gees ee ae S. a ree 


STRATTON MFG. CO. Stratton, Maine ARTHUR R. ROBERTSON 94 Portland St., Becton, Mass. 

















If it’s the best vont you can sell SCY THES and AXES 


For Working Stone Scythes since 1912. Axes since 1880. 


it’s ours 


TROW & HOLDEN CO., Barre, Vt. RIXFORD MFG. CO. 
Send for catalogue East Highgate, Vt. 


























80 HARDWARE AGE 


Classified Opportunities 





July 29, 1926 








Classified Advertising Rates 
Opportunity Exchange Section 


1 inch 


Use the “Classified Opportunities Section” 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Each additional inch ho eeded séees 


to reach Hardware Manufacturers, 


Positions Wanted Advertisements 
50% off the above rates 


Address your advertisements and replies to 


.- - $5.00 
4.00 








Set Solid, Minimum of 5 lines... .$3.00 


Each additional line........... .60 
All Capitals, Minimum of 5 lines.. 4.00 
Each additional one line....... .80 


Average 10 words to a line 
Allow One Line for Keyed Address 








Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 


Remittance Must Accompany Order 


Hardware Age, Classified Opper- 
tunities, 239 West 309th St., New 
York City 


Hargpwars Aop is published eack Thuereday 
Forms close Ten revious te date of 
publica 

















BUSINESS OPPORTUNITIES 


POSITIONS WANTED 





WANTED—A partner to take half interest with experienced hardware 
man in the only exclusive hardware store in one of the best towns in 
eastern North Carolina, excellent progressive agricultural section, town 
with all modern improvements, inventory $35,000. Will need $7,500 in 
cash. Prefer man who can look after office end. Old established business, 
been very profitable. Address Box 461, Washington, N. C 


FOR SALE—Two buildings, and largest modern hardware, auto sup- 
plies, etc., store in North Philadelphia, having two fronts on busy streets, 
doing a very od business which can be increased threefold. Modern 
fixtures, good living quarters, all latest improvements. Good reason for 
selling. riced for quick sale, $70,000.00. Address Box H-174, care of 
Harpware Ace, New York. 


FOR SALE—Going hardware and ; Se business in the best farm- 
ing section of Southeast Missouri. ive long lease on store and ware- 
houses. Will take about $10,000. oe to andle. Clean stock. This busi- 
ness will bear closest investigation. Reasons for selling, other interests. 
Address Box H-169, care of Harpware Ace, New York. 











WANTING TO SELL, on account of owner’s death, a good “going” 
business, consisting of hardware, gents’ furnishings and a chiefly 
hardware. Will sell all together or separate. Located at Mancos, Colorado. 
Address E. C. ATTANE, P. O. Box 361, Mancos, Colorado 


FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and Incated in a fast growing town 
= the soe west coast of Florida. Address CARL HOLMER, Box 256, 
Miami, Fla. 


FOR SALE—STOCK, FIXTURES and property. Stock consists of 
general nereware and farm implements; will inventory around twelve thou- 
sand dollars. Good reason for selling. If interested write or call on 
R. W. BLAKLEY, Sarver, Pa. 


FOR SALE—Thoroughly equipped modern hardware store. Location 
in town of over 3,000 finest possible anywhere. Stock will invoice $12,000. 
(jood reason for selling. Address Box H-178, care of Harpware AGz, 














New York. 

REST HARDWARE OPPORTUNITY in Georgia. Extra good crop 
prospects and favorable local situation in progressive community. Condi- 
tions improved 100 per cent in past two years. Address P. O. Box 546, 
Hawkinsville, Georgia. 

FOR SATLE—An old established, paying nendware basinees in  Celeratie 
Springs, Colorado. Good, clean stock, best location and long lease. Stock 
and fixtures will inventory about $23,000.00. Reason for selling, ill 


Address Box H-181. care of Harpware Acre, New York. 

FOR SAL LE—Well established hardware ond housefurnishine store in 
one of the fastest growing towns in Westchester County. Wonderful 
opportunity, price $35,000. Part Cash. Terms arranged. Address Box 


1¥-179. care of Harpware Acre, New York. 


health 








HELP WANTED 


FNAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpware Ace, New York. 


WANTED—YOUNG MAN with hardware and auto supply experience. 
to solicit business on Cape Cod. Mass. Man who lives on the territory pre- 
ferred. State age, experience and nature of present or last employment. 
Address Box H-163. care of Harnware Acre, New York. 











HARDWARE MAN WANTED to keep price books up and price all 
charge slips in wholesale and retail store in Southeastern State. Address 
Box H-180, care of HArpware Ace, New York. 


WANTED—Experienced young salesman, builders’ hardware, for 
Orient. Address Box H-172, care of Harpware Acre, New York. 


POSITIONS WANTED 


YOUNG MAN, 26 years, with over 4 years in wholesale and retail! 
hardware business, desires immediate connection with wholesale house 
Address Box H-167. 














in New York City where ag: 2 gga will be given. 
care of Harpware Acr, New York. 





DISPLAY MAN OF EXPERIENCE AND ability desires permanent 
connection. Successful record. E xperience as buyer in Toys and Luggage. 
Can qualify to trim windows, assist on floor, sell, supervise help and do 
detail work in general hardware, auto accessories and sporting goods. 
Address Box H-171, care of Harpware Ace, New York. 





SALES ACCOUNTS WANTED 








) REAL LINE WANTED. I have one strong line consisting 
) of two items only. Can give A-l1 representation to another 
non-conflicting line. I sell the hardware and electrical 
jobbers, large dealers and department stores in larger 
cities of Minnesota, Wisconsin, lllinois, Michigan, Ohio and 
Indiana. Also Pittsburgh and Louisville. Excellent refer- 
Q ences. Address Box ABC care of HARDWARE AGE, Otis 


Bidg., Chicago. 














WANTED ADDITION: AL LINE—An established manufacturers’ agent 
located in Chicago, calling on wholesale grocers, hardware and paper job- 
bers, wants a good staple line of merchandise. ‘Territory covered, Miche 
igan, Wisconsin and Chicago. Address Box 7170-A, care of Harpware 
Acez, Otis Bldg., Chicago. 








Competent experienced hardware salesman wants reputable lines for 
sale on commission basis in the following territory: New England States, 
New York (including, if possible, Greater New York and Metropolitan 
ldistrict) Eastern Pennsylvania, New Jersey, Delaware, Maryland, Dist. 
of Columbia. Address Box H-184, care of HAarpwAre Ace, New York. 


~ 





MANUFACTURERS AGENT covering Eastern Pennsylvania, North- 
ern New Jersey, Delaware, Maryland and District of Columbia can handle 
another good line to wholesale and large hardware and mill supply trade. 
(;ood following. Address Box H-144, care of HARDWARE Ace, New York. 








A SAL ESMAN WITH ESTABLISHED trade and a wide acquaintance 
among hardware dealers in the Rocky Mountain States desires factory 
hardware or kindred line on commission basis. Address Box H-183, care 
of Harpware Ace, New York. 


SALES REPRESENTATIVES WANTED 


FIRST CLASS SALES RE EPRESENTATIVES W. \NTED—We manu- 
facture a superior line of malleable iron hardware specialties which is 
rapidly displacing the easily broken gray iron variety. Our business has 
hone established on the basis of high quality at a low price, and a 
straight forward selling policy. We want solid, live and intensive repre- 
sentation, calling on the hardware jobbers, large retailers and house- 
furnishing trade in various open territories in the South, West and North- 
Include in first letter full details as to present lines handled, 








west. 
territory now covered, number of salesmen traveling, etc. Address on 
own letter head to the HARDWARE SPECIALTY MFG. CO., Temple, 


Pa., Attention Mr. L. V. Dillon, Sales Manager. 





SALESMEN OR FACTORY REPRESENTATIVES for wholesale, 
retail and department store trade, with established trade, to handle popular 


price glass bathroom accessories and glass towel bars for long established 
ARLES DURAND & CO., 17 N. 








house. Address Sales Manager, C 
Second St., Philadelphia, Pa. 

LESMEN CALLING ON THE RETAIL hardware trade regularly 
and who are now carrying lines that will not conflict with a good line of 
Builders’ Hardware. In replyin gs what territory you cover. Address 
Box H-160, care of HARDWARE , New York. 

SALESMEN CALLING ON HARDWARE TRADE in New York, 


Southern New Jersey and Pennsylvania, to carry a high quality side 
line on liberal commission. Write giving details on territory covered. 
Address Box H-182, care of Harpware Acre, New York. 


MANUFACTURER OF ATTRACTIVE ASSORTMENTS of men’s 
wallets and pocket books desires salesmen on commission basis in all 
sections. Patterson, P. O. Box 130, Baltimore, Md. 
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THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. 
Ni made for errors or failure to insert. 


will be 


Brery care will be taken to index ecerrectly. 
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Every Hardware Buyer 


Needs Hardware Age 








No sane business man would think of 
buying stock in Wall Street without first 
looking up the market quotations in his 
daily newspaper. 


Real hardware merchants are just as careful to look 
up the current market prices in an authoritative 
Hardware paper. Money can be made at the duy- 
ing end of your business as well as at the selling end. 


Keep posted each week on the hardware market 
prices which are quoted in HARDWARE AGE. Just as 
you consult your thermometer to see how hot or cold 
the temperature, so should you consult this reliable 
business barometer to obtain information that will 
enable you to buy at or near the bottom every time. 


HARDWARE AGE 


** The weekly text book of hardware merchandising ™ 


9239 West 39th St. w t= New York 





YEARLY SUBSCRIPTION RATES: United States, $3.00; Canada, $4.00: Foreign, $6.00 
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Pop- Whazzat ?- Oa 


“This,my son,isa 

Horticultural ne BAe: 

ment of extreme (\ an 
utility J j 












Why Not Call a Spade a Spade— 
And a Comeback a Comeback! 


There are two kinds of Comebacks. The kind who comes back for 
more and the kind who comes back because he got less than he paid for. 


You'll never make a dime of profit on “gyp” merchandise. 


This may be a buyer’s market but remember that the poor guy who 
buys an inferior article from you is also a buyer and you will either have 
him on your neck or he will trade with someone he can trust if he feels 
he has been “done.” 


We have always tried to build the kind of quality in a levels that 
makes ’em come back for more! 


If you’re in the business to stay, take our word for it, sell GOOD 
levels or you'll stir up more trouble than a grand jury. 


Buying a cheap level is like buying bootleg licker—you never can tell 
what might happen. 


Our aim has always been to make the best possible level. We'd hate 
to make the other kind because we expect to be in business for many 
years to come. : 


There are several thousand Hardware Merchants who are doing a big- 
ger level business than ever before and STANDARDIZING on the Empire 
Line. 


EMPIRE LEVEL MFG. CO., Milwaukee, Wis. 


yuan, EMPIRE 
LEVELS 























HARDWARE AGE July 29, 1926 


IWIN WHEFLS 


Far more 
than just 
a knife 
sharpenet! 


Ask us 
io show 
you how 
It puts an 
edge on 
anything 


= /, 


o 7s SP 


/ 





Are you using this 
selling plan? 


This plan was suggested by a great number of hardware 
dealers themselves who have tried it out and know how suc- 
cessful it is. Simply mount a Sharpit back of your cutlery 
counter where you can get to it quickly. (Mount it on the red and black panel shown here.) 
When customers step up to the counter to buy tools that need sharpening, it is the most 
natural thing in the world to be interested in Sharpit. With a Sharpit “right at hand,” 
you can conveniently and quickly make a demonstration that will sell them. 


Try this! You'll be surprised at the results. The panel strip comes in 
every carton of 6 Sharpits. If you want extra panels, we will send them. 





This narrow panel can be mount- 
ed on the woodwork back of your 
counter. Size 2x10'% inches. 







oo 





i «hse 
- = matt*os,, .gne®’ Panza Stony 
=< < Js Ps = 4 ae : *°0e. 
a “ae. . 73 age . 
~< ee c _ee* > 90082 —— 
** * « 
. 4; U 
; § 


= 


sy: 
DAZEY CHURN & MANUFACTURING CO. r 
4301 Warne Ave. St. Louis, Mo. 


7" —— 
_ett ' 4 ~ “a aes : 
q = < +? 5. 5 
4~\ S Rage 

sh *~ | mt / ’ ‘ 
4 : | “ 
~ _ 

A , ; 

~ ‘se 














